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Pluggery & Drudgery 


The short sighted, day-dreaming failure may tell you 
that plugging at a daily task; making all your acts con- 
form as nearly as possible to definite rules of procedure 
is stultifying drudgery. 


On the other hand, the successful man will tell you that 
nothing of any consequence is ever accomplished with- 
out persistent plugging—a steady pound, pound with all 
your force at one well laid plan. 


Is the conclusion then that success can only be achieved 
by drudgery? 


Not at all. 


It requires immeasurably more initiative to make all 
circumstances conform to a pre-conceived plan than it 
does to devise a new plan to suit every changing con- 
dition. And if there is any opposite to drudgery it is 
the constant exercise of initiative along constructive 
lines. 


> an 


Moreover, if there is anything that brings greater satis- 
faction than such activity it is the success that follows 


it just as surely as indigestion follows over-indulgence. 


It is by such broad gauge effort that the Central Life 
and its agents are achieving success. They plug every 
day at covering the lives of thousands of ordinary people 
in a rich, productive territory. 


The coverage they offer is plain and time tested. Their 
methods of presenting it are proven to be those that 
sell it on a permanent basis. And the general manage- 
ment of the company is such that it will always remain 
a solvent, high principled company with the capacity 


and will to render friendly, comprehensive service. 


It is the pluggery without drudgery that has made the 
Central Life a company with neither a scandal behind 
it nor a cloud ahead of it. 


MEINOIS 
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“They Are Building This Company 
As An Agent’s Company” 


At one of the recent $100,000 Club Conventions of this Company, 
one of our prominent General Agents said: 


“Ladies and Gentlemen: I have been in the Home Office 
of a big Company for more than 25 years and during this 
time I have had occasion to come in contact with the Home 
Offices of various Insurance Companies, in fact, most all 
of them. I know the personnel and organization of these 
Companies and it is my conclusion after being with the 
Missouri State Life only a very short time, that the biggest 
and greatest asset we have is not the wonderful policy con- 
tracts, the liberal A gency Contracts, the care of sub-standard 
risks, or any one of the numerous other advantages—but, 
our greatest asset 1s the service and co-operation we get 
from our Home Office and the Officials of the Company. 


“IT have never before seen a Company so organized—so 
conducted. The Agent gets every possible help and is 
treated as the man who is doing the business. The Offi- 
cials are building this Company as an Agent’s Company 
and this is the reason they have made such wonderful pro- 
gress. They have given us the service and as a result we 
have written more business.” 


A spontaneous expression—just the result of his natural enthusiasm 
—the words of this General Agent are our best proof that we are 
succeeding in our endeavor to serve our Agents in every way possible, 
to help them broaden their field of operation, to help them make 
more money. 


There is room in our organization for well equipped leaders—drop us 
a line. 


MISSOURI STATE LIFE INSURANCE CO. 


M. E. Singleton, President Home Office: St. Louis 
The Utmost in Protection 
LIFE ACCIDENT & HEALTH GROUP 
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Twenty-Fifth Year No. 33 


RECORD ATTENDANCE IS 
CLEVELAND MEN’S GOAL 


Spend Money on Advertising Na- 
tional Life Convention Rather 
Than Entertainment 


RESERVATIONS POUR IN 


Especial Plans Being Made for Annual 
Banquet—Cleveland Life to En- 
tertain Visitors 


CLEVELAND, O., Aug. 16.—Instead 
of confining its activities and expendi- 
tures largely to more or less spectacular 
entertainment features, as has increas- 
ingly become the custom in the past, 
the Cleveland association is spending a 
considerable sum of money to acquaint 
insurance men throughout the country 
with the good things in store in the 
business program of the convention of 
the National Association of Life Under- 
writers to be held here Sept. 5-7. Pre- 
vious conventions have usually involved 
the expenditure, on the part of the lo- 
cal association, of large sums for en- 
tertainment. 

The Cleveland committee decided that 
it could better serve the National As- 
sociation by deliberately setting out to 
help increase the attendance, and the 
success of the effort is becoming more 
apparent as requests for hotel reserva- 
tions increase from day to day. 


Cleveland Men All Cooperating 


Local general agents have been send- 
ing out letters to the fellow general 
agents of their companies in the United 
States, inviting them to “come, even if 
you have to walk!” Home offices are 
said to be cooperating enthusiastically, 
one well-known middle-western com- 
pany sending out letters to all its agents 
in the central and southern states, urg- 
ing attendance at the convention. 

Personal letters and posters are being 
sent by the secretary of the Cleveland 
association to the presidents of the 175 
‘ocal underwriters’ associations in the 
United States. Reports already received 
point to a much larger attendance from 
some cities than was expected, and in- 
dicate general satisfaction at the change 
Mm meeting place. 


Plans for Annual Banquet 





| tunity to make 


| 
Plans for the annual banquet Tues- | 


day evening, Sept. 6, are practically 
completed, and the names of the dis- 
tnguished speakers will be anr sunced 
soon. It has leaked out that the local 
committee has worked up some catchy 
sntertainment features in connection 
with the banquet which will come as a 
Pleasant surprise. The Cleveland Life, 


the only local home office company, is | 
Planning to extend its hospitality on the | 
opening night, Sept. 5, by giving a “get- | 


together” buffet supper, smoker and 
reception at the Union Club. This af- 
lair will be informal, and invitations 
Will include the ladies. 

he local committee had considered 


UNTERMYER HITS BACK 
RAPS PROBE OF PRUDENTIAL 


Lockwood Committee Counsel in State- 
ment From Carlsbad Calls It 
“Grand Stand Play” 


NEW YORK, Aug. 16.—Character- 
izing the examination requested by the 
Prudential and now being made by the 
insurance departments of New York 
and New Jersey, as “grand stand play,” 
Samuel Untermyer, in a public state- 
ment made this week, belittles the re- 
quest of President Dryden for an ex- 
amination of the Newark company. Mr. 
Untermyer sent his statement from 
Carlsbad, Germany, where he is en- 
joying the cure, and judging from the 
peppery statements he is making his 
return to good health is assured. 

Mr. Untermyer says that he wanted 
to investigate the facts as to the condi- 
tion of the company, through the Lock- 


| wood Committee, but he charges that 


Mr. Dryden, by refusing to answer his 
questions, prevented such an investiga- 
tion from being satisfactory. The at- 
torney for the Lockwood Committee 
further charges both President Dryden 
and President Peabody of the Mutual 
Life with creating an “insidious and 
persistent propaganda,” although he 
claims that every opportunity was 
granted them on the stand for an ex- 
planation. He adds that this oppor- 
tunity is still open to them. According 
to Mr. Untermyer the most wholesome 
law that the New York legislature 
could pass would be one preventing any 
superintendent of insurance from be- 
coming officially connected with an in- 
surance company for at least three 
years after he leaves office. 








secure any suitable boat on account of 
special excursion runs already booked 
for Labor Day. A dance was then de- 
cided upon as offering the best oppor- 
delegates feel at home 
on the opening night. This will be held 
in the Winton ball room. 
Local Committee Chairmen 


Committee chairmen appointed by the 


Cleveland Association to assist in re- 
ceiving the National Association in- 
clude 


Aetna Life. 
Delegates— 


J. Jackson, 
Women 


Reception—J. 
Reception for 


| Mrs. Russelle H. Horr, Equitable Life 
of New York. 

Finance—John H. York, State Mu- 
tual. 

Entertainment—William L. McPhee- 
| ters, Union Central. 

Banquet—David A. Hill, Bankers 
Life. 

Registration—Otis E. Logan, Provi- 


dent Life & Trust. 


Agency Meeting at Watertown 


G. W. Hart, state agent of the North- 
western National Life at Watertown, 
S. D., was host to the company agents 
in that state at their annual mid-sum- 
mer meeting in Watertown. W. Rolla 
Wilson, vice-president of the company, 
and E. D. Lacy, also of Minneapolis, 


ruartering a steamer for an evening | attended the meeting and addressed the 





lake ride, but found it impossible to 


agents. 
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SOME CHANGES MADE | GUARDIAN LIFE MEN 


Some of the Features in the Income | 
Measure that Refer to Life 
Companies 


The provisions in the revenue act in- 
troduced in Congress this week as they 
apply to fire and casualty companies 
present slight changes from the 1918 
act. The taxes of life companies, 
ever, are different. The excess profits 
tax is eliminated for all insurance com- 
panies with the exception of life com- 
panies. There is no change in the other 
taxes except that the income for the 
calendar year 1922 and subsequent years 
is increased in common with other cor- 
porations from 10 percent to 12% per- 
cent. The capital stock tax and the 
premium tax is retained in the 1921 
measure in the same manner and at the 
same rate as in the 1918 act. 

Life insurance executives say, as re- 
gards the proposed taxes on life insur- 
ance, the basis is that of a so-called free 
interest tax which ignores the under- 
writing end of the business and is based 
on the investments, profits and loss 
with an allowance of 3 percent for the 
legal reserves. This is lieu of the in- 
come tax and premium tax. 

Underwriters point out that the bill 
re cognizes the fact that premiums for 
life insurance are no longer regarded as 
economic income, the tax being imposed 
purely on the income from life company 
securities. The reason that premiums 


are omitted from taxation is because of 


the recognition of the fact that they are 
not real income but the policyholders’ 
contributions to life insurance funds. It 
now recognized as unfair to tax life 
companies which are inheritantly differ- 
ent in their purposes on the same basis 
an economic corporation, but 
handling of the matter will tend to elim- 
inate unnecessary litigation as regards 
the interpretation of the various stat- 
utes as applied to life insurance. 


iS 


as 


Bankers Reserve Life Progress 

The Bankers Reserve Life of Omaha, 
Neb., reports a very satisfactory year 
in spite of the untoward conditions pre- 
vailing since the first of the year. The 
company acknowledges frankly that it 
not writing the volume 
that it did in 1920, yet the 
for the six months of 1921 has reached 
a higher level than that of the years 
before the war. The company is show- 
ing a splendid financial gain. President 
Robert L. Robison states that he 
well pleased with the outlook. The 
Bankers Reserve 
cies now in Kentucky, 


18 


new business 


Indiana, Illinois 


and will appoint managers for various 
territories in these states. It is con- 
stantly expanding its agency plant 


President Robison says that its business 
in Georgia, Alabama and Florida is de- 
veloping nicely. The Bankers Reserve 
is now operating in 28 states. The total 


business in force is nearly $80,000,000. 


A. Moseley Hopkins, superintendent of 
agencies of the Philadelphia Life insur- 
ance Company, is away on a two weeks’ 
business trip, visiting 
the southern states. 


the agencies in 


how- | | 


| 


TAX BILL BEFORE CONGRESS | 





HOLDING G CONVENTION 


| Prizes Are Awarded for Best Sto- 
ries of Interesting Selling 
Experiences 


MEETING ON IN CLEVELAND 


| Field Men and Home Office People 
Are Attending the Annual Gather- 
ing This Week 


CLEVELAND, O., Aug. 17.—An- 
nouncement of the prize winners in the 
agents’ story contest conducted by the 
Guardian Life of New York was made 
at the convention of the company’s field 
men being held here. Thirteen prizes, 
amounting to $250, were awarded to the 
authors of the best stories, the selec- 
tions being made by a committee com- 
posed of prominent insurance 
paper men. First prize, $75, was won 
by W. J. Rouse of Los Angeles; second 
$50, won by George E. Bennett 
of Cleveland; and third prize, $25, by 


George B. Williamson, Little Rock 
Prizes of $10 each were given to ten 


news- 


prize, 


| other agents. 


the | 


| opening se ssion., 


of business | 


1S | 


is establishing agen- | 
while 





The purpose of the contest was to 
unearth interesting selling experiences, 


ideas and suggestions which will be 
|published in the company’s weekly 
agents’ bulletin, “Service.” 


Testimonial for “4 H's” 


A special feature incident to the con- 
vention was the application testimonial 
for the four Guardian “H’s”"—President 
Heye, Vice-President Hansen, Super- 
intendent of Agencies Hunt and Asso- 
ciate Actuary Howell. Guardian agents 
in attendance at the convention brought 
four applications for the 4 “H’s,” while 
the stay-at-homes sent their four appli- 
cations to Cleveland in time for the 
“Show Mr. Heye and 
Mr. Hansen Howell we can Hunt appli- 
cations,” was the slogan of this testi- 
monial, the results of which were an- 
nounced at the session today. 


Offices in Attendance 


T. Louis Hansen, 
Superintendent of Agencies Geo. L. 
Hunt and Agency Assistant James A. 
McLain, of the Guardian Life, arrived 
in Cleveland Monday morning, formed 
the vanguard of the home office repre- 
sentatives in attendance at the conven- 
President Carl Heye will attend 
sessions Thursday and Friday, 
Dr. Chas. B. Piper, medical di- 
rector; Associate Actuary Valentine 
Howell; Leonard L. John, manager of 
the publicity department; and , 
Graham of the agency department ar- 
rived in time for the opening session 
this morning. Dr. Maurice B. Bender, 


Vice-President 


assistant to the medical director, will 
be in attendance Friday and at the 
managers’ conference, which will be 
held the following day. 
Inner Circle Is Formed 
At the convention a new division 


of the club, to be known as the $250,000 
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Inner Circle, was instituted. Member- 
ship in the Inner Circle is restricted to 
agents, managers of the company being 
ineligible. This division will have dis- 
tinct officers, the president being the 
member who produces the largest vol- 
ume of business during the club year, 
which ends July 31st, and the vice-presi- 
dent that member who writes the great- 
est number of paid applications. For 
the first year, Arthur Baker, of Tulsa, 
will be president of the Inner Circle and 
R. A. Trubey of Fargo, vice-president. 
Program of Convention 
The program of the convention is: 


WEDNESDAY, AUGUST 17 
Morning Session 


9:00—10:00 A. M. “Get-together” Con- 
vention called to order by J. F. Treat, 
Fargo, N. D., president, The Leaders 
Club. 

Roll call and announcements. 

Cleveland’s Welcome — William Fitz- 
Gerald, mayor, city of Cleveland. 

The Company's Welcome — T. 
Hansen, vice-president. 

Address—George L. 
tendent of agencies. 


Louis 


Hunt, superin- 


Address—"Confidence,” E, Elmo Mar- 
tin, Cleveland, 
Afternoon Session 
M. meeting called to order 


2:00 P. ; 
J. J. Nugent, Rochester, N. Y., first vice- 
president, The Leaders Club, presiding. 
Present-day possibilities in life insur- 
ance, O. E. Stewart, Savannah. 

Meeting the changing business condi- 
tions, Charles F. Kuhns, Baltimore. 

Why I am glad to be in the life insur- 
ance business today, Walter W. Grosser, 
: OOF. M. dinner on board the Steamer 
“Cc and B,” East Ninth street pier. 

8:30-11:00 sail on Lake Erie, Steamer 
“City of Erie.” 

THURSDAY, 
Morning 


9:30 A. M.—H. O. Snyder, Pittsburgh, 
vice-president-at-large, The Leaders Club, 
presiding. 

The life ipoome 
*oarce, Cleveland, 
"ae demonstrations — (Each demon- 
stration limited to fifteen minutes.) 

The question box, section relating to 
policy conditions, etc. . In charge of 
Valentine Howell, associate actuary. 

Afternoon Session —_ 

2:00 P. M.—Mr. Snyder, presiding. 

Prospect bureau approach contest. 

Greetings—Carl Heye, president. 

Discussion: Prospect bureau 
riences—E. J. Senn, St. Louis. 

How names are secured. 

The use of briefs. 

How the bureau helps an agent. 

The dollars and cents value of a pros- 
pect bureau lead. 

What I think 


AUGUST 18 
Session 


endowment—Harold 





expe- 


of the bureau. ; 

The question box, section relating to 
medica! questions. In charge of Dr. 
Chas. B. Piper, medical director. 

7:00 P. M.—The annual banquet. 


FRIDAY, AUGUST 19 
Morning Session 


9:30 A. M.—D. J. Beck, Buffalo, second 
vice-president, The Leaders Club, presid- 
he conservation of business—Arthur 
Niemeyer, Belleville; W. J. Will, Minne- 
apolis; F. C. Brinkman, Jr., Shreveport; 
George Hoffman, Chicago. _ 

Life insurance for specific purposes— 
L. L. Doyle, Tulsa’; E. R. Kingsley, 
Parkersburg; (five minute personal ex- 
perience talks.) : 

Life insurance to protect credit. 

Life insurance for women. : 

Life insurance to provide educations. 

Life insurance to protect mortgages. 

Life insurance for business protection. 
provide inheritance 


Life insurance to 
tax funds. ; ; 

Life insurance to provide charitable 
funds. 


Afternoon Session 


2:00 P. M.—Chas. B. Rudd, Evansville, 
vice-president-at-large, The Leaders Club, 


presiding. . 
: The standardized sales talk—Ernest 
B. Houghton, Rochester. ; 

How I build and serve a clientele— 
R. A. Trubey, Fargo. 


Adjournment—6:30 P. M., shore dinner, 
Euclid Beach Park. 


SATURDAY, 


Managers’ meeting. 


AUGUST 20 


Wisconsin National Men Promoted 


E. A. Hanks, secretary of the Wis- 
consin National Life of Oshkosh, Wis., 
has been made superintendent of agents, 
to succeed the late J. C. Foute. R. 
Martin, auditor and assistant secretary, 
has been elected secretary. Arthur 
James, manager of the casualty depart- 
ment, has been elected third vice-presi- 
dent and assistant superintendent of 
agencies. These are promotions from 
the ranks and are all deserved. 





MANHATTAN’S MEETING 
CONVENTION HELD IN DENVER 


Members of the $100,000 Club Are En- 
joying a Trip Through the 
Mountain Territory 


NEW YORK, Aug. 15.—According 
to Vice-President John F. Roche of the 
Manhattan Life, its business thus far 
in 1921 is 82 percent of what it was in 
1920 and 185 percent of what it was in 
1919. These facts were announced in 
connection with the annual convention 
of the $100,000 Club, which takes place 
in Denver this week. All members of 
the club east of the Mississippi river 
left Chicago Monday night for Denver. 
The officers of the 1921 club are an- 
nounced as J. H. Sacken, of New York, 
president, (George Loesch Agency); 
Lewis Gartlir of the same agency is the 
leading vice-president. Other  vice- 
presidents are Gabriel Botello, Jr., and 
J. A. Norton, both of the Texas 
Agency; Calvin Connor of Ripley, 
Tenn., and William Markin of Roches- 
ter, N. Y. Among the western men 
who qualified for the convention are 

D. Ahrens of Arkansas; Claude 
Briggs of Michigan, J. L. Callahan and 
C. A. Chalkley, both of Montana; C. M. 
Elliott of Kentucky; H. L. Ruby of 
Kansas City, Mo., and G. H. Willett of 
St. Louis. 

Banquet to Be Held 

A good list of speakers has been ar- 
ranged for the annual banquet Thurs- 
day evening. Thomas: E. Lovejoy, 
president, will preside. Insurance Com- 
missioner Earl Wilson of Colorado will 
talk on “Getting Fun Out of a Tuff 
Job;” A. Norman Dempsey, president 
of the Colorado Association of Life Un- 
derwriters, on “The Whole Wide World 
Our Oyster;” Cyrus K. Drew of the 
“Insurance Report,” on “Gaseous Gas 
of a Gadder;” “Doc.” Bird, cartoonist 
of the Denver Post; Col. A. A. Green of 
Dallas, on the “Old Reliable,” and 
George Loesch of New York on “The 
New Manhattan Life.” 


HAD DINNER IN CHICAGO 


The Manhattan Life delegates and 
their ladies were entertained Monday 
evening in Chicago at a dinner presided 
over by Superintendent of Agents 
Frank K. Kohler. A. M. Chapman, 
Chicago manager, was in charge of the 
arrangements. Talks were made by C. 
M. Elliott of Louisville, Joseph Lazear 
of Atlanta, Ga. E. P. Montague of 
Pittsburgh, T. E. Street of Rochester, 
N. Y., C. M. Cartwright of THe Na- 
TIONAL UNDERWRITER and T. R. Weddell of 
the Insurance Post. Four ladies quali- 
fied for membership in the club, they 
being Miss L. Biederstadt and Miss A. 
D. Rogan of the Texas agency, Mrs. A. 
M. Montague of the Pittsburgh agency 


and Miss L. Freeman of the Atlanta 
agency. 
Howard N. Smith has been appointed 


superintendent of the Conservative Life 
of South Bend, Ind., at Elwood, Ind. He 
has been in the employ of the company 
for some time. 





CONFER ON PELLAGRA 


CONDITIONS IN THE SOUTH 


Health Officials Say There Will Be In- 
crease in Some Localities But No 
Occasion for Alarm 


During the past week officials repre- 
senting the health departments of the 
various southern states met in Wash- 
ington, D. C., where a conference was 
held with Surgeon General Cummings 
regarding the reports that pellagra and 
semi-famine were on the rampage in the 
south. Following his return to Mis- 
sissippi, Dr. W. S. Leathers, who at- 
tended the conference, issued the fol- 
lowing statement: 

“State health officers of the southern 
states, in conference at the request of 
the U. S. Public Health Service, deplore 
the fact that an impression has been 
created that famine conditions exist in 
the south, and as a result that pellagra 
has increased to an alarming extent. 


Ne Occasion for Alarm 


“After making an investigation, using 
all the information available, we do not 


believe that the situation warrants or 
should have occasioned any undue 
alarm. The indications are that there 


will be an increase in pellagra this year 
in localities in certain states where the 
disease has been endemic, but the data 
in hand show in an unmistakable way 
that the number of cases and deaths 
from pellagra will still be less than the 
annual average during the period of 
1914 to 1921. * * * 

“There can be no doubt but there will 
be an increase in the prevalence -of 
tuberculosis, pellagra and other diseases 
during the next few years, as a result of 
the economic depression throughout the 
entire country, unless federal, state and 
local health departments are given ade- 
quate financial support and cooperation 
in directing intensive public health edu- 
cation and in the establishment and 
maintenance of local health organiza- 
tions which are fundamental in preven- 
tion and control of all disease and the 
promotion of the public health.” 


May Open Chicago Office 


Thomas J. Houston, the new Illinois 
insurance superintendent, who was 
sworn into office last week, will en- 
deavor to open a Chicago office for the 
department and have someone in charge 
all the time. Mr. Houston has not 
worked out a plan under the present 
appropriation and does not know how 
far he can go. He realizes, however, 
that it would be very convenient to 
both the insurance folk and the public 
to have a Chicago office where the com- 
missioner or his representative can be 
reached. He plans to spend half the 
time in Springfield and half the time in 
Chicago. The detail work, of course, 
can best be disposed of at Springfield. 
Mr. Houston, however, believes that 
the chief business of the insurance com- 
missioner can be transacted with more 
satisfaction in Chicago. 








LIFE COMPANIES’ SEMI-ANNUAL FIGURES 


(Filed With Georgia Department) 


——_——-Six Months 


Assets Surplus In Force Income Disb’ments 

Daten TAGs «2.20% $ 183,926,499 $20,182,684 $1.036,139.761 $ 32,201,486 $25,378,689 
American Central 8,285,191 352,883 106,638,400 1,441,331 1,006,316 
*Life & Casualty. 1,486,020 427,558 47,416,385 2,584,387 2,498,879 
Lincoln Reserve. . 830,894 203,388 2,500,000 181,703 142,120 
Manhattan Life .. 19,617,185 763,342 70,620,948 1,590,158 1,550,360 
Metropoiltan Life 1,045,033,339 Cee seb enessnr 149,940,855 85,618,77 
a a i. Bs SRE. <cccesectds! . acnnnneces 69,481,681 61,951,274 
Mutual Benefit .. OE aa 1,376,627,259 32,366,816 19,777,380 
National Life, Vt. 74,598,139 2,074,732 330,841,769 7,870,600 5,812,516 
Nat’l Life Ass'‘n.. FS eae 73,963,000 1,517,576 352,320 
New Eng. Mut... 110,233,495 5,858,165 590,829,318 13,332,105 7,861,763 
New York Life... DT itsteeavece. ““Shwiieeseds 50,254,404 38,653,720 
*Pacific Mutual 62,030,071 2,896,215 375,712,702 8,531,062 5,382,846 
Secur. Mut., N. Y. 11,735,185 464,105 67,626,914 1,446,930 1,025,066 
Southern States .. 3,997,421 178,037 39,129,908 591,442 392,639 
Mass.. 69,452,721 5,071,523 327,664,791 7,496,100 4,854,021 


State Mut., 


*Includes accident and health department. 


| 





DRIVE FOR BUSINESS 


NONCANCELLABLE CANVASS 





Many Life Men Are Out on the Firing 
Line in a Campaign for 
Disability 


The Pacific Mutual Life is now mak- 
ing a big drive for noncancellable acci- 
dent and health insurance before any 
changes are made in rates or forms, 
The companies writing noncancellable 
insurance held a meeting or two in New 
York endeavoring to work out a scien- 
tific rating system. Undoubtedly it wil 
mean that rates for noncancellable in- 
surance will be much higher. The 
Connecticut General has reported its 
plans for the future. Every company 
writing noncancellable insurance is go- 
ing over the subject. It was felt that 
the Pacific Mutual would have its new 
rates out by this time. Both the life and 
accident men of the Pacific Mutual are 
writing large amounts of noncancellabk 
business before the change is made. 
The Continental Casualty is also very 
active in this direction. The Pacific 
Mutual forces in large cities are making 
hay while the sun shines and are get- 
ting in touch with leading people plac- 
ing for them the desirability of taking a 
noncancellable policy on the present 
terms. 

It is stated that a further conference 
of officials of companies writing this 
class of business will be held in Louis- 
ville at the time the Insurance Commis- 
sioners Convention is holding its annual 
meeting. So far no company has off- 
cially promulgated new rates. 

It is found that many life men find- 
ing business rather dull at this time are 
taking up the sale of noncancellable 
policies and find that it is a remunera- 
tive field. During the summer months 
particularly the life men have found 
their own business rather dull. They 
have been able to get audiences through 
the medium of noncancellable disability 
insurance. Therefore, the companies 
writing this class that are not afraid of 
it are making a number of new brok- 
erage connections. 


Business Insurance 
Greatly Developed 


H. O. Hewitt of the Clifford McMil- 
len agency of the Northwestern Mutual 
Life in Milwaukee, in speaking of the 
development of corporation life insur- 
ance at the recent agency meeting, said 
that the last five years has shown the 
value of life insurance in business. The 
last twelve months have crystallized the 
need for it. Mr. Hewitt said that when 
the transitional period of adjustment 1s 
analyzed it means reorganization and 
consolidation of business, borrowing 


money and changes of management 
This affords a very favorable oppor- 
tunity for presenting the subject of 


business insurance. The last year, he 
said, has seen the largest amount ©! 
industrial stock and bond issues ab- 
sorbed in the history of the country 
That means business has unusually 
heavy obligations just now. Obliga- 
tions should, wherever possible, be 
protected and investors must be pro- 
tected. He cited a large and prosper- 
ous business concern whose head said 
that during the last few months he had 
been taking an inventory of what he 
had on hand and decided he was not 
big enough to carry on his own bust 
ness. He had made a million dollars 
during the prosperity era. He realized, 
however, that now profits depend not 
upon favorable business conditions, but 
upon management and in getting a ma? 
to run his business who knows more 
about it than he does. Present condi 
tions, therefore, emphasize the perso”: 
al equation. That personality should 
be protected. 
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OHIO COMPANIES WERE» 
HIT BY READJUSTMENT 


Executives Feel, However, That 
They Are Getting Through 
Period Very Well 


DROP IN FARM BUSINESS 


Good Crops Expected to Help Writ- 
ings in Rural Districts This Fall 
—Harder Work Needed 


COLUMBUS, Aug. 16.—Life in- 
surance companies in Ohio have 
hit pretty hard by the business and in- 
dustrial readjustment through which the 
country is passing. Insurance heads, 
however, after reviewing the situation, 
feel that they are getting through the 
period as well if not better than some 
classes of business. 

George W. Steinman, 
the Midland Mutual Life, 
changing conditions in the 
fabric made it necessary to make 
changes in their business. As a re- 
sult, the majority of the policies now 
being written are on the lives of sal- 


been 


secretary of 
said that the 
business 


aried men, not affected by the labor 
readjustment and cutting of wages. 
While there have been some salary 


cuts, they are nowhere in proportion to 
the wage cuts throughout the territory 
covered by the Midland Mutual. Part 
of this is due to the fact that salary 
increases did not take place as rapidly 
as did wage increases; hence the reduc- 
tion of salaries has come much slower. 
Farmers also have been hard hit by 
the decline in the prices for their farm 
products. As a result the writing of 
farm business has slumped to a great 
extent. 
Write Teachers and Clerks 


Teachers and salaried clerks in the 
cities are proving a better field for in- 
surance solicitation and as a result the 
city business is more profitable and of 
larger volume than that in the country 
districts. According to Mr. Steinman, 
however, this does not mean that the 
farm business has dropped off entirely, 
but it is below normal. Many of the 
better class of farmers continue to take 
out policies, particularly that class 
who has a little ahead and is not de- 
pendent upon the sale of each year’s 
crop year by year in order to exist. 

Secretary Steinman said that the 
present conditions made much harder 
work for the agents than was the case 
a year or more ago, when the subject 


of life insurance was on the mind of 
every person due to the large sums 
which were taken out. 


In proof of his statement that the 
business is holding up good, when all 
things are taken into consideration, 
Secretary Steinman said that while the 
first six months of 1921 were a little 
behind the first six months of 1920, 
they were ahead of the same period in 
1919. Insurance men consider 1919 
much nearer a normal year than 1920. 
Applications for policy loans have been 
abnormal during the past two months, 
because of the general tightness of the 
money market. 


Some Encouraging Features 


While hesitating to make any defi- 
nite prediction as to the outlook for 
fall and winter business, Secretary 
Steinman said that there were some en- 
couraging features, notably the good 
crops, which he said ought to help the 
Writing of business in the rural dis- 
tricts. With the wheat crop at least 
two weeks ahead of normal in this sec- 
tion of the country and with a determi- 
nation on the part of the farmers to sell 
their wheat on the market, hauling it 
from the threshers to the elevators, 








COMMENT AS TO UNTERMYER| ARREST IN NEW 





Philadelphia Life Executives See No | 


Occasion for Worry as Result 
of Investigation 


PHILADELPHIA, PA., 
“What do you think of the 
investigation in New York?” 


Aug. 16.— 
Untermyer 
was asked 


the other day at the home office of the 
Fidelity Mutual Life. 
“We've been too busy writing busi- 


ness to bother about Untermyer or his 
‘investigation’,” was the reply. 

Philadelphia life insurance executives 
find no occasion for worry as a result 
of the Untermyer investigation. The 
opinion of the local officials can be 
boiled down to a brief word—bunk. 
They consider that the insurance ele- 
ment of the investigation was utterly 
irrelevant and was brought in by Un- 
termyer for his own benefit. 


Do Net Fear Investigation 


The life insurance officials do not 
fear another Armstrong investigation. 
Nor do they look for one. Since 1905, 
they state, a penetrating searchlight has 
been thrown on the life insurance busi- 
ness that has spread a bright light on 
every nook and cranny of the business. 

Local executives admit 15 years ago 
there were a few things that should not 
have been. One official pointed out 
three big evils that existed at the time 
of the Armstrong investigation—de- 
ferred dividends, extravagant competi- 
tion and bribery of legislators. However, 
he pointed out that while these evils did 
exist at one time, they either had been 
or were being corrected at the time of 
the investigation. 

Today—well, as William S. Ashbrook, 
agency secretary of the Provident Life 
& Trust, put it,—“You can’t make a 
sensation out of information spread on 
the books year after year.” 

In Impregnable Position 


Lincoln K. Passmore, 
of the Penn Mutual Life, states further 
that the old line insurance companies 
are in an impregnable position and need 
fear no attacks or investigations. 

‘The old established companies,” he 
stated, “are safe behind the fortifica- 
tions of their own integrity and fair- 
dealing. They learned their lesson in 
the investigation of 1905 and the meth- 
ods of companies and agents alike are 
absolutely unimpeachable.” 

One executive informed the writer 
that all the companies doing business 
in New York state are under a glare 
of publicity all the time and that their 
methods are simply unquestionable 
even by Untermyer. The life insurance 
companies as a whole are safely in- 
trenched and need fear no investigation 
as there are no grounds for one. 


vice-president 


much new money is now floating 
around. While some of this will be 
used in paying off obligations, it is 


farmers will have 


expected that many | v 
including life 


money for many things, 
insurance. 
The recent slump in the stock mar- 


ket has worked to some advantage to | 


business, according 
to Secretary Steinman. Many men 
who lost money in the stock market 
have become convinced that life insur- 
ance offers a safer investment than 
many stocks. This argument was used 
by agents at Akron with good effect, 
especially among the industrial work- 
ers who are gradually seeing the rubber 
and tire business come back to normal. 

~ John M. Sarver, 
Ohio State Life, said his company was 
getting considerable business, but that 
it was harder to write. However, he 
said the agents who are willing to work 
are getting the business, while the 

{CONTINUED ON PAGE 7) 
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CALL PROBE ALL “BUNK” | CONSPIRACY ‘Is S E E N | 


YORK CASE 


Issurance of “Phony” Policies and Fil- 
ing of Fraudulent Death Claims 


Is Alleged 
At the instance of the New York d« 
partment, a nonlicensed agent, Cor- 


nelius C. Walters of Jersey, charged 
with violating the insurance law in oper- 
ating without a state license and aiding 
the transaction of business in an un- 
authorized company, was arrested Sat- 


urday and held in $500 bail on these 
charges. 
He was also held in $500 bail on a 


second charge of larceny made by 
Lazarus Shenfeld, a 
Broadway, the charge being that Mr. 
Shenfeld was solicited by Walters for 
$3,000 life insurance in the Eureka Life 
of Baltimore, which company is not ad 
mitted to New York state. Mr. Shen- 
feld alleges that he mailed a check for 
his first premium, amounting to $146, to 
Walters, but that he himself never re- 
ceived a receipt for the money. The 
company also denies ever receiving the 
premium. 

Investigation on the part of the Mary- 


land company, in cooperation with the 
New York department, indicated that 
the “phony” policies, of which a num- | 


ber have been traced to New York City, 
originated from the Philadelphia office 


of the company, then in charge of 
Harold Axler as general agent, who, it 
is stated, has since been dismissed from 


the Eureka Life’s service. 


STATEMENT BY MAGINNIS 
BALTIMORE, MD., Aug. 16.—A« 


cording to a statement by President 
Maginnis of the Eureka Lite, the appli 
cation for insurance on Lazarus Shen 
field, New York attorney, was made 
presumably in Philadelphia on May 16 
and supposedly examined by a Dr. Fed 
derman of Newark, N. J., in Shen- 
field’s office in New York, May 18. The 
policy was issued June 3 and 

July 3 for non-payment of 
On July 14 the company 

letter signed C. J. Shenfield, 
forms to make proofs of loss. The let 
ter was answered July 19 and on July 
22 a reply was received, signed C. J. 
Shenfield, enclosing the original policy 
Investigation showed Shenfield to be 
alive. He was unable to 
the policy getting out of his possession 
and also unable to explain to the 
how mail addressed to his 
former address could be received and 
answered, 


lapsed 

premium 
received a 
asking for 


Warrant Out for Axler 


Harold Axler, former agent of the 
company at Philadelphia, got in touch 
with an officer of company toward 
the end of July and made an offer to 
sell back the premium receipt in this 
case. Shenfield — getting the re 
ceipt but showed a cancelled check is 
sued to C. G. Walter. 

The New York department is taking 
up the investigation from a new angle. 
The arrest of Walter and the hoped 
for arrest of Axler, for whom a war- 
rant has been sworn out, is expected 
to break up a big ring that has foisted 


several hundred thousand dollars of un- | 


desirable business on a number of com- 
panies, particularly two western com 
panies. The Eureka got wise before it 
got much of the business. 





West Coast Building Delayed 


Owing to the tie-up in the building 
trades in San Francisco, the West Coast 
Life will be unable to move into its new 
building as planned on Sept. 1. The 
San Francisco agency, however, 
that time. The company’s 
convention will probably be held in the 
present home office building and a 
hotel of the city. 


lawyer, of 120) 


| money. 


, | 


account for | 


postal | 
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MANY SCHEMES ARE 
NOW BEING PROPOSED 


Life Companies Have Many Proj- 
ects Placed Before Them 
These Days 


OFFERING NEW BUSINESS 


Enterprises Desiring to Borrow Money 
or Sell Bonds Are Resorting 
to Various Devices 
Some life 


companies are resorting to 


rather strenuous means to get business 


these days. There age all sorts of 
schemes afloat to borrow money. Banks 
are endeavoring to attract deposits. 


industrial and 
that 


further credit at banks want to borrow 


The different 


cial concerns 


commer- 


have been denied 


There are various enterprises 
that need 
companies, 


that are being promoted 


funds. The life insurance 
therefore, are the targets for 
trom every conceivable point. Com- 
panies are offered large lines of busi- 
ness and individual insurance provided 
loans are made. 


appeal 


\ number of companies have been 
solicited to deposit funds in certain 
banks in some of the cities. When 


the plan was investigated it was found 
that back of the movement to get these 
funds deposited were certain concerns 
that desired to borrow more money. 
lf they could swing these deposits to 
the banks, the banks in turn would 
agree to loan a certain percentage to 
them. 


Sugeest Bond Purchases 


Chere are business enterprises in cer- 
tain towns or civic movements that 
desire to be financed Bonds have 
been issued and life insurance com- 
have been approached to pur- 
chase these bonds with the understand- 
ing that a certain amount of life 
insurance would be guaranteed on part 
of those interested. 


panies 


Some companies have made arrange 
ments mm certain directions in order to 
attract new business. As a rule, how- 
ever, company officials have turned 
down most of these offers on the 
ground that the business gotten would 
be largely of a speculative nature and 

| hence would be unsatisfactory. In 
some cases companies would be taking 
chances to enter into an agreement 
whereby bonds would have to be pur- 
chased. General or district agents of 


life companies’ have been importuned 
by the interests desiring money to ap- 
proach their own companies and this 
has made the situation more embar- 
rassing. While the companies are very 
desirous of securing new business and 
some of these offers look attractive on 
the surface, officials are not given to 
going too far, even in these days when 
new insurance looks mighty good. 


Echo of Abstainers’ Failure 


fizzling out of the 
Abstainers and General Life of Des 
Moines came to light in district court 
at Des Moines when Dr. Eli Grimes, 
one of the stockholders, brought suit 
to force the majority of the stock- 
holders to pay their just share of the 
expenses of the organization. Dr. 
Grimes was stuck for $2,500 and he 
says he has now discovered that most 
of the stock purchasers had not paid 
for their stock when Secretary Mon 
crief deserted the ship and went to 
England. He names 26 stockholders 
whom he thinks should be made to hold 
the sack along with himself. The com- 
pany was organized to write insurance 
on the lives of total abstainers at a low 
rate but prohibition knocked out the 
concern, 


An echo of the 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-—{}- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 


surance in force. 
—O- 


The remarkable growth 

and achievements of 

THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. ; 


Write direct to the Home Office, 
Springfield, Ill. 





MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 


would do less? 
Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 














Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 














BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: 


Assets . 


Lincoln, Nebraska 


$19,200,000.00 


Hampton, Nesr., May 17, 1921 TEN PAY LIFE 


The Old Line Bankers Life Ins. Co., 
Lincoln, Nebr. 


GenTLEMEN: Your General Agent, Chas. M. Stewart, has just handed me a draft for 


TWENTY YEAR SETTLEMENT POLICY 
Matured in 
OLD LINE BANKERS LIFE INSURANCE 


$2,183.68, the cash settlement on my ten pay twenty year settlement. I only paid in $1,256.25 COMPANY 


and have had the protection of $2,500.00 during the whole twenty years. 


of Lincoln, Nebraska 


I am certainly well pleased with this settlement and would advise every young man to start Nam fi j 
a life insurance policy with you as early in life as possible for I know of nothing better than this ne Panag 


form of savings and protection combined. 


Amount of policy 


Thanking you very kindly for this prompt settlement and the courteous treatment I Total Premiums paid 


have had. 
I am, 


SETTLEMENT 


Yours very truly, Total cash paid Mr. Feelhaver 


CHAS. L. FEELHAVER And 20 Years Insurance for Nothing 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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DEPENDABILITY OF FARM MORTGAGES 
|| Some Comment on the Investment Market in Relation to Life Insurance 

| BY F. B. COLLINS —— 

COMMENCED loaning money on |! book value in 1906 of $34,096,453 held to 

















farms in a small way in Oregon 37 | Dec. 31, 1920, there was a loss on the | 


years ago and believe that I am fully | latter date through depreciation of $10,- 
conversant with the loan territory of the | 000,000, certainly offers ample food for 
United States. reflection. 5 
After examining it carefully I came On July 1, 


- 1921, forty corporations 
to the conclusion that the most depend- 


| 





pendable farm mortgage brings faith- 
| fully to its owner his remittance on 
| date due in the face of the greatest 
financial uncertainty, industrial depres- 
| sion or even the late World War. 


ESPITE the drop in prices of farm 
products, there will be a larger 
acreage harvested this year than ever, 
and the general outlook for a bountiful 
crop was never more promising. The 
farmer is on the job, and during the 





able loan field was the rapidly develop- 
ing southwest, for the reason that land | 
values in this section as yet are rela- 
tively low and with the long open sea- 
sons offering every chance for greatly | 
diversified farming a total failure of 
crops is practically out of the question. 

Conservatism has always been my 
company’s watchword, with the result 
that no investor has ever waited 24 


student of his business. 


ship to life insurance investments. 





F. B. Collins is president of the F. B. Collins Investment Company of 
Oklahoma City. He has had 37 years of experience in the farm loan busi- 
ness. His organization has specialized in loans in the southwest. He is a 
He has confined his attention to the farm mort- 
gage business and is herefore in a very excellent position to comment on 
the farm mortgage situation at the present time, especially in its relation- 








hours for his principal or interest when 
due. 

Our loans have never exceeded 40| dividends amounting to $17,000,000. 
percent of an ultra conservative valua- | Contrast this with investments in farm 
tion and 75 percent of our loans do not | mortgages! With none of the thrills of 
exceed 334% of a conservative valuation. 


| capitalized at over $800,000,000 passed | present 


trying financial transition 
period, he continues to work night and 
day to produce the world’s greatest 
necessities 


speculative securities our company’s de- 


5 





Strikes and unemployment are on the 
increase everywhere, jeopardizing the 
nation and the investments depending 
upon it. The farmer does not strike and 
is never out of a job. He and his family 
are constantly at work. He plows and 
harrows, plants and cultivates, reaps 
and threshes, sells his product for cash 
and then plows and plants again. Tem- 
porarily dislocated markets are not 
preventing the farmer from doing his 
full duty toward his farm and family 
and the nation. Agriculture is a basic 
industry of this country. 


HE official census of 1920 shows that 

an increase of $32,994,839,689 was 
added to the value of the farms of the 
United States, meaning value of land 
and buildings, during the ten years. end- 
ing January 1, 1920. This represents an 
increase in value during the decade of 
94.8 percent. Increased values are re- 
flected in a smaller growth in number 
of farms. There are 6,448,366 farms in 
the United States, as against 6,361,502 
in 1910. The increase is 86,864, or only 

(CONTINUED ON PAGE 16) 





At present my company has over 
eight millions of loans actively in force 
scattered over Oklahoma, Texas, Arkan- 
sas, Louisiana, New Mexico, Wyoming, 
Colorado and Kansas. 


OME of the most exacting life com- 

panies are among our clients. I be- 
lieve I can state safely without fear of 
successful contradiction that the loans 
sold to these companies have invariably 
been approved by their inspectors. Our 
company’s life insurance accounts are 
growing by leaps and bounds by reason 
of their proven dependability. 

It was most gratifying to the loan 
companies to find that during the World 
War the farm mortgage was the only 
security which steadily remained at par 
and always will. During the present 
critical period of readjustment there has 
arisen a doubt in the minds of many 
whether farm mortgages would not be 
affected adversely by the drop in prices 
of farm products and the value of land. 
I feel confident that such is not the 
case and that the loan companies that 
have practiced conservatism will find 
their loans amply protected. 





HEN the inflation of land values 

first began the experienced loan 
companies at once exercised the greatest 
caution. Many times these companies 
were severely censured for the stringent 
limitations placed upon land values 
when making loans. 

While it has always been customary 
under normal conditions for borrowers 
to obtain 40 percent of the valuation of 
the land, that custom was not followed 
by the conservative loan companies 
during the so-called land boom. Even 
in Illinois and Iowa, where land went 
to $400, $500 and $600 per acre, insur- 
ance companies and mortgage bankers 
held down the loan limit on first mort- 
gages on productive farm land to $75 
and $100 per acre, and only in very rare 
instinces going to $125 per acre. 

In these cases the amount of the first 
mortgage would only be 20 to 25 per- 
cent of the selling price of the land. In 
the territory in which my company op- 
erates the land boom has been of the 
mildest character; hence, the loans made 
by us are fully protected. Today the 
investor is offered 7 percent per annum 
lor 10 years on our farm mortgages. 
I believe no sounder or better invest- 
nent could be obtained anywhere on 
earth. ° 





HILE today a large number of 
speculative bond issues are offered 
at a seductively higher rate, most of 
these will doubtless be refunded at a 


greatly reduced rate as soon as normal 
times return or possibly fare the fate of 
other speculative securities whose 
shrinkage or depreciation has been ap- 
palling. 

‘he admission of Charles A. Peabody, 
president of the Mutual Life of New 





ork, before the Lockwood investigat- 
ing committee 
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Four Points 


Tuere are four vital points involved 
in selling business insurance and around 
these the agent can center his argu- 
ments. The first point that appeals to 
those interested in their business is that 
life insurance affords an opportunity 
for indemnifying a concern for the loss 
of one or more of its chief factors. 
Here is a going and growing concern. 
Its success depends pretty much on one 
person or a few persons. Their health 
and strength are worth much to the or- 
ganization. The time to capitalize that 
health, strength and ability is while 
everybody is going strong. The mo- 
ment that death comes to one of the 


responsible heads, his ability can no 
longer be capitalized. 
Life insurance, therefore, gives the 


opportunity to a business to take ad- 
vantage of the strength and health of a 
man who means so much to it, capitalize 
it and thus possibly save it from finan- 
cial embarrassment or at least protect 
it from considerable loss that is bound 
to ensue at death. 

In the second place, life insurance 
offers the opportunity to provide a fund 
for the liquidation of an interest owned 
by a prominent factor in the company 
who dies. Estates are usually difficult 
to deal with, especially where they own 
a large interest in a concern. Not being 
directly interested perhaps in a_busi- 
ness, it is necessary to deal with a rep- 
resentative of the family or adminis- 
trator of the estate. It is much more 
satisfactory all around to have this in- 
terest liquidated. 


in the Story 


The third important point is that life 
insurance provides for a sinking fund to 
purchase the interest of anyone when he 
reaches a state of obsolesence. As an 
owner grows old and perhaps becomes 
senile, his presence in the concern may 
be a decided handicap. It would be 
much better at that time for the active 
partners or owners to take over the 
ownership. Unless they have provided 
for a sinking fund to do this they might 
find themselves confronted with embar- 
rassment. 

The fourth point is the provision of a 
sinking fund in case of retirement of 
any interest or the dissolution of a con- 
There may be many hidden lia- 

At such a time there is par- 
Life in- 


cern. 
bilities. 
ticular need for ready money. 
surance provides this. 

While under the present ruling, cor- 
poration er business insurance must be 
considered income in figuring the in- 
tax return, yet undoubtedly this 
modified within the next few 
years. As an offset to this the govern- 
ment allows all such money received to 
be listed as invested capital. If death 
comes early in the life of the policy, the 
returns on it will be most satisfactory, 
even if the income tax had to be paid. 

Business concerns always appreciate 
the importance of the loan and casn 
values of a life insurance policy. Here 
is a contingent fund right at hand for 
immediate use in case of an emergency. 
This is a point that should be made 
agent in selling business in- 


come 
will be 


by every 
surance. 


Inheritance Tax for Women 


INSURANCE salesmen do not realize the 
that 
to pay for comparatively large sums of 
life insurance. According to the statis- 
income tax bureau of New 
one-fifth of the returns for 
1919 were made by women. The bureau 
that out of 150,328 returns from 
women more than 100,000 earned on an 
of $2,350. It shows that there 
women that are self-support- 


number of women are now able 


tics of the 


York state, 


says 


average 
are more 


ing than ever before. The income tax 
bureau returns disclose a large number 
of women that have separate estates 
and separate incomes. While men have 
been singled out in solicitation for in- 
surance to take care of inheritance 
and shrinkage of little 
work has been done with who 
fortunes in their 
field which is 


taxes estates, 

women 
have’ considerable 
own Here is a 


well worth considering. 


names. 


Platform Well Worth Emulating 


State Lire publishes in 


monthly 


OHI10 
issue of its 


THE 
each bulletin its 
platform. This platform is boxed and 
put at the 
the ideals of the 


department is 


top of a page. It represents 


company so far as its 


agency concerned. It is 


certainly worth reading and digesting. 


The platform is as follows: 
As true Ohio 
State Life 
We will 


representatives of the 
Insurance Company: 


bring honor to the company 


and ourselves by honest and efficient 
service. 

We will strive 
maintain the people’s sense 
duty. 

We will revere the company’s 
tracts and do our best to inspire a 
reverence in others, 

We will uphold the 
ideals of justice to all. 

We will transmit the 
better and more 
mitted to us 

Put this platform 
tion every day, 


zealously to arouse and 
of insurance 


con- 
like 
company’s high 


company greater, 
useful than it was com- 


into effective 





opera- | tinue to 


It is pleasant to read in the current 
of the “American Insurance Di- 
gest” that two of the famous Boone 
brothers, long and prominently identi- 
fied with life insurance in this country, 
have been reincarnated. One is led to 
this conclusion by reading that “John 
Boone is now at the head of a life in- 
surance company in Panama and is 
said to hold a franchise from the gov- 
crnment which guarantees to him ex- 
clusive rights in the canal zone for a 
period of fifty years.” Col. John T. 
Boone died many months ago but of 
course this means that, discontented 
perhaps with the life hereafter usually 
the lot of departed spirits, he has 
chosen to come back to hot Panama 
and resume his old time activity. Dan 
Boone is also dead but Brother Petrie 
states that he is still * ‘identified actively 
with life insurance. If Dan Boone is 
back, his friends will wager a big red 
apple that he is on some golf course. 


Michael Mentague, Illinois state 
agent for the Philadelphia Life, has 
built up a strong agency in the Chicago 
office: Although inexperienced in in- 
surance, he took the Illinois state 
agency a short time ago and has al- 
ready built up a good amount of per- 
sonal business and is now making an 
extensive campaign for agencies 
throughout the state. He has signed 
ten bank agency contracts and is work- 
ing among the remainder of the coun- 
try banks. Twenty-five or thirty other 
banks have signified their desire to 
discuss terms and Mr. Montague ex- 
pects to place sufficient agencies be- 
fore the end of the year to gain $600,- 
000 worth of new business from that 
source this year. His plan works with 
the bank and the cooperative effort is 
having remarkable results. He as- 
sisted in building up a similar system 
in Minnesota in the early part of the 


issue 


year and expects to have his novel 
scheme in operation in Illinois this 
year. 


G. F. Claypool, vice-president of the 
Continental Assurance of Chicago, the 
running mate of the Continental Casu- 
alty, is one of the active young life 
executives that is showing a capacity for 
constructive work. Mr. Claypool is the 
official at the Continental office that is 
looking directly after the life business. 
Through a rearrangement of the office, 
Mr. Claypool now has his department 
separated from the other activities and 
has greatly enlarged it. The Conti- 
nental Assurance has moved along 
quietly but effectively. Mr. Claypool 
has organized an entirely separate staff 
of producers from the accident men. He 
finds that best results come from those 
who are devoting their major time at 
least to life insurance. The accident 
men specialize on their business and do 
not give the life insurance department 
the time that is necessary. 

Wilbur M. Johnson, who was secre- 
tary and actuary of the Surety Fund 
Life of Minneapolis, which merged with 
the State Life of Des Moines recently, 
is now actuary of the latter company. 
Prior to his connection with the Surety 
Fund, Mr. Johnson was actuary and 
secretary of the Inter-Mountain Life of 
Salt Lake City for five years. Mr. 
Johnson is a member of the American 
Institute of Actuaries, having gained 
his membership through examination. 





| stimulate 


Thomas J. Houston, the new insur- 
ance superintendent of Illinois, was | 
sworn into office last week. Mr. 


Houston has charge of the loss depart 
ment for the big general agency of 
Marsh & McLennan in Chicago and 
looks after their all parts of 
the country. Marsh & McLennan 
have offices in various cities. Mr 
Houston will devote part of his time 
to his office in Springfield, 
look after his own 
Chicago. Mr. 


losses in 








but will con- | 





THOMAS J. HOUSTON 


popular men in the insurance business 
and has always taken an interest in 
politics. He is a boyhood friend of 
Mayor William Hale Thompson of 
Chicago and has had a personal ac- 
quaintance with Governor Len Small 
for a number of years. Life insurance 
men expect much of the new insurance 
commissioner. They feel that he is the 
right man in the right place. 


E. E. Rullman, formerly 


manager 0! 


the Chicago district for the Masonic 
Mutual Life, who recently resigned 
from that organization with other 


agents, is now making a record for the 
Lincoln National as general agent with 
offices in Chicago. Although with the 
Lincoln National for only a_ tew 
months, he ranked seventh in produc- 
tion for July and with his production 
the Chicago office, which includes his 
agency and that of Knox, Payne & 
Spear, ranks third among Lincoln 
agencies for July business. Mr. Rull- 
man and his staff of agents are turning 
in the business rapidly and expect to be 
at the top of the list very soon. 


During the meeting of the Quarter 


Million Dollar Club of the Missouri 
State Life at Philadelphia, General 
Agent W. A. McAtee and James Vir- 


gil Hoover called to pay their re spects 
to John Wanamaker, now 83 years 0! 
age. They found him in his office in 
his big department store which bears 
his name. During the interview they 
asked him how much life insurance he 
carried. He replied, “Not very much 
now. At one time I had a great deal 
I built this building on life insuranc 
matured endowments. However, ™) 
son is said to be the best insured man 
in Philadelphia today. He carries 4 
great deal of life insurance.” 
John W. Cooper, who has recently 
resigned as pre sident of the Continent 
Life of Kansas City, has gone with th 
International Life as agency supervis 
In addition to regular agency work 
the field, he will visit home offices ¢ 
reinsurance business 101 
International Life. The Internatio 
has gone into the reinsurance busies> 
quite extensively and is now acceptins 
surplus lines from about 50 compa 





The Lincoln National Life has ac! 
another publication to its present ! 
magazines in the form of the “Li 
Helpmate,” which is going out 


Lincoln Life salesmet 


wives of mM 
publicat‘on is issued by the pub! 
| department under the supervisio! 
Vice-President and Agency Manag 
W. T. Shepard. 
W. H. Crum, who has been con! 


affairs in | 
Houston is one of the | 





with the Illinois insurance depart 
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for a number of years, has tendered his 
resignation as of Sept. 1. Judge Crum 
will open an office for the practice oi 
insurance law in Springfield. He has 
been a very active and efficient mem- 
ber of the department and has a splen- 
did knowledge of imsurance law and 
yractice. He has come in contact with 


the insurance people of the state and 


home office men for a long time He | 


; man of excellent judgment 
training. 

President H. J. Saunders of the West- 
ern States Life of San Francisco has re- 
turned from a trip to British Columbia 
He states that he comes to the conclu- 
sion - California is indeed fortunate 
as regards business conditions and 


states ‘further that a Californian has no | 


just cause for complaint. He found con- 
ditions up in the Northwest much worse 
than he had anticipated, he said, and 
says the life insurance agent of Cali- 
fornia who thinks business is bad should 
take heart. 


OHIO COMPANIES WERE 
HIT BY READJUSTMENT 


(CONTINUED FROM PAGE 3) 


agent who is willing to sit around on 
a store box and bemoan the changing 
conditions is not getting even the busi- 
ness he might if he would get up and 
hustle. 


President Sarver’s Views 


The slump in insurance business 
noted by President Sarver is about 
equal in the city and in the country. 
Many applications are being made for 
policy loans, although during the past 
few weeks there has been a little letup, 
the daily average not being as great as 
between April 1 and June 1. 

Lapses have been increasing in num- 
ber, due in many cases to policyholders 
being out of employment and unable 
to take care of the premiums as they 
come due. Many workmen, in explain- 
ing the necessity for letting their poli- 
cies lapse, have called attention to the 
fact that the cost of living is still high, 
not having come down in proportion 
to the reductions of manufacturers and 
wholesalers. Rent and taxes, they say, 
are still at the war high level, and with 
little indication of an early recession. 
The cost of travel still is high and 
those men who are engaged in business 
find no decrease in the cost of doing 
business outside some little wage re- 
Cessions, 

Some of the smaller business men, 
according to President Sarver, have let 
their policies lapse, because they have 
been having so much trouble in get- 
tng in their collections. For this rea- 
son they have been having considerable 
trouble in carrying their businesses 
along, with the banks asking high 
rates and seeking to restrict loans. 

Expects Revival of Business 
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You Can’t Jimmie 
Your Way IntoA 
Lincoln Life Contract 


You can’t break into a Lincoln Life agency 
contract with a crow-bar if you lack the Lincoln 
Life service ideals. 


You can’t “blow” your way into a position 
of trust as a Lincoln Life rate book man. You 
must have service ambitions which are upright 
and earnest. 


But if you measure up to the Lincoln Life 
service standards we are ready to get behind you 
with the zeal that combines understanding and 
action. Your efforts to serve the insuring public 
will be rewarded by prompt and thorough co- 
operation from the Lincoln Life Home Office. 
Practically without rejection, your policies will 
be issued ready for delivery with helpful dispatch. 
Claims will be settled promptly. 


If your service ambitions are of the aggres- 
sive kind that naturally associate with Lincoln 
Life character, it will pay you to 





President Sarver said that outlook 
or the fall and winter was a little un- 
settled, but he did not think that the 
bottom has fallen out. He is expecting 
a revival of business after the summer 
dullness has passed away and the farm- 
ers are getting real money for their 
crops 
He emphasized the fact that the agent 
get business nowadays must work 
vork hard, without watching the 
Clock, forgetting the days when the | 
work of selling insurance was com- 
parat ively easy. He said the man who | 
works will win in the insurance ‘busi 
ness as well as in any other business 

2. the time for the agents to show 


to 


tl eal stuff that is in them, he said, 
I ting th at if the agents will side 
Step _the pessin lists and crepehangers 
ind Hustle for business, they will be re 
warded. , 


Prudential Commissions Increased 


Prudential has increased commis- | 
» agents on an average of 5 per- 
ordinary business and 4 per cent | 
dustrial. 








The Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character”’ 





Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $180,000,000 in Force 
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M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF PROGRESS: Insurance in Force 
December 31, 1911 . . . $1,729,970.00 
December 31,1913 . . $4,051,150.00 


December 31, 1915 . . $7,199,500.00 
December 31, 1917 . . $11,750,811.00 


December 30, 1920 . $22,000,000.00 
July 31,1921 $25,818,930.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 


gressing company. 








Supervisor for Michigan and Ohio 
Wanted By The 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
With the application for Position, give References and state previous life insurance 


experience. Address 
S. W. GOSS, Vice-President 
The Rookery, Chicago 


CONVENTION AT BOSTON 


MUTUAL LIFE’S $250,000 CLUB 


Annual Gathering Attended by 400 
Members—Vice-President Dexter 
Presides at Sessions 


The sixth annual convention of the 
$250,000 Field Club of the Mutual Life 
of New York attracted 400 members to 
Boston last week. George T. Dexter, 
second vice-president of the company, 
presided at the business sessions, the 
first of which was held Wednesday 
morning when future plans of the club 
were discussed. Wednesday afternoon 
a long line of automobiles took the 
members on a 50-mile trip to Lexington 











George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 


particulars address 


ERNEST C. MILAIR, Vice President and Secretary 
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The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J. H. Leffler, Acting President UNCIE,” Dragoo, SecretIDIANA Harry H. Orr, General Counsel 








A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 
The Company Will Pay 


For Natural Death - - $10,000.00 For Accidental Death 
For Total and Permanent Disability, a monthly income to the Insured of - 
sa Major pty Operations (Maximum) 
For Loss of Right Arm above Elbow or Loss of Either Les above the Knee 
For Loss of Right Arm below Elbow or Left Arm above Elbo - 
For Loss of Either Leg below the Knee 7 - - 
For Loss of Left Arm below Elbow or Loss Entire ‘Sight ‘Either Eye - 
NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 











and Concord'and the evening was spent 
| at Keith’s theater. 

There was another business session 
| Thursday morning and in the afternoon 
an automobile ride along the North 
Shore. The annual banquet took place 
|in the evening, with Vice-President 
Dexter as toastmaster. The speakers 
| included William P. Dodson of Nor- 
folk, Va., retiring president; William H 
Whitney of Philadelphia; Percy Ballou 
of Louisville, Ky., and James P. Casey 
of Salt Lake City. A ball concluded 
the evening festivities. 

Announcement was made at the ban- 
quet that J. Frank Leonard of Phila- 
delphia had been elected president of 
the Field Club for the next year, and it 
was voted to hold the next convention 
at Vancouver, B. C 





Davis Is Made President 


W. F. Davis of Mississippi has be- 
come president of the $100,000 Club of 
the National Life, U. S. A. this year. 
| Alfred MacArthur of Chicago is first 

vice-president, V. M. Tresslar of Cali- 
fornia, second vice-president, M. A. 
Grahem of Kansas, third vice-president 
and H. T. Sawyer of Pennsylvania, 
fourth vice-president. Mr. MacArthur, 
under the rules could not be president 
this year. He is the present club presi- 
dent and under the rules a president is 
ineligible to succeed himself in the year 
immediately following his occupancy 
of office. However, Mr. MacArthur 
qualified for the presidency by personal 
paid volume that approximates $2,000,- 
000. Mr. Davis thus becomes president 
under the rules. 


| 
| 


Central Life Policyholders’ Month 


August has been designated by the 
Central Life of Fort Scott, Kans., as 
“Policyholders’ Month.” The Central 
Life is now over 14 years old and is 
making steady progress. At the close 
of business on June 30 of this year, it 
had assets of $1,057,901 and insurance in 
force of $10,534,000. During the first 
| six months of the year it wrote new 
| insurance of $2,026,000 thus recording 
| as large a percentage of gain over the 
same period of last year as any com- 
| pany in the country. The company ' 
well-managed and in healthy condition. 
| It expects to write a big business during 
‘ “Policyholders’ Month.” 











BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 


SEE THE NEW LOW RATES 66 BROADWAY 


ORGANIZED 1850 


INSURANCE CO. 
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GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 

















Insurance in force 7.2. $128,000,000 
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State Loyalty 
in Indiana 


There is a peculiar, striking state loyalty found 
throughout Indiana. 

















The Hoosiers spring from the old stalwart 
American stock. There is a deep, patriotic 
home sentiment in their hearts. 


The melting pot has not been so much in 
evidence in Indiana. Families trace their 
ancestry back tothe colonials of the Revolution- 
ary period and even before. ‘There has not 
been a mixture of foreign peoples as is in evidence 
in other localities. 























Life insurance has become firmly rooted in 
Indiana. It is regarded as a necessary factor 
in the creation of estates, in the financial and 
protection program, in the conservation of busi- 
ness, in the promotion of thrift. 





Indiana people are loyal to Indiana institutions 
and enterprises. 


The Central States Life is an Indiana product. 
It devotes its activities to that state alone. It 
has studied the needs of its people. It is 
equipped to meet them. 





Agents working in Indiana will 
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y 
find their labors lightened, by J 
allying themselves with so { 
typical a state 4 
company as the 4 f 
Central States 
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Come with the 


Central States Life 


Insurance Company 
of 
CRAWFORDSVILLE, INDIANA 





If you want to write life insurance 
in Indiana 


WRITE TO 


THOMAS L. NEAL 


Second Vice-President and Agency Manager 


President Secretary 


Edwin M. Brown Clifford V. Peterson 




































































































































































































_THE NATION: AL 


U NDERW RI TE R 


Augean 18, 1921 








Southland Life ceed Co. 


DALLAS, TEXAS 


The Progressive Company of the South 
HARRY L., SEAY, President 








Ouro Nationa Lire Insurance Co. 
CINCINNATI, O. 

OW is the Golden Day of Life Insurance. It is the best time to get 

connected with a solid company and build a foundation for the future. 

Good business was never so easy to get. People believe in and are buying 


life i insurance. 
The Ohio National paye agente well for their work and backs them with all 


its power and facilities. eo 
Territory open in Ohio, West Virginia and Kentucky, T Mich rd 
Nebraska and Kansas. 


A. BETTINGER ' 


President 





T. W. APPLEBY 


Secretary and Agency Manager 








AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


New Mexico 
North Carolina 
South Carolina 
Oklahoma 
Tennessee 


Kansas 

Kentucky 
Louisiana 
Mississippi 
Missouri 

Texas and Virginia 


Alabama 
Arkansas 
California 
Florida 
Georgia 


For informatian regarding them write to 


Cc. S. HUTCHINGS W. J. SHAW 
Agency Mgr. Agency Mer. 
Ordinary Dept. Industrial Dept. 











One inch, one time, 


WANT ADS One Column wide $3.75 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 














WITH INDUSTRIAL MEN 








ORIGINATING MUCH BUSINESS 

Industrial Men Are Not Merely 

House-to-House Canvassers But 
Are Initiating Leads 


John C. Maginnis of the 
of Baltimore in speaking 


President 
Eureka Life 
the sale of industrial business says: 
“It is true that the sale of industrial 
business is mainly a matter of cold can- 
vassing, but the agent who knows his 
business—vho possesses initiative 
pep—can and will sell more business 
than the old time industrial man 
gces plodding along from house to 
house on the idea that ‘some of it is 
bound to stick.” The day when the in- 
dustrial agent was any tramp that hap- 
pened to want a “job has passed and is 
gone forever The present day group of 
men are men who possess an average 
education. The day is coming just as it 
has practically come to the ordinary end, 
where the agent will have to be a college 
or at least a high school graduate. The 
day is not so very far distant when life 
course like the one at Carnegie Tech 
will be given for industrial men. 

“I believe that the greatest obstacle 
besetting most men, starting out in the 
life insurance business is their failure to 
understand that they are their own task- 
masters. Most men require their work 
luid out for them by others. A great 
number of them require constant super- 
vision. They must feel that they are 
working for somebody and constantly 
under the watchful eye of some person. 
In our business a man is his own boss 
twenty-three hours out of twenty-four 
every day. His results depend upon his 
own efforts, and his efforts, of course, 
depend upon the amount of determina- 
tion, will power anc siick-to-it-ive-ness 
generated in his own being. 

“As soon as a man realizes that he is 
master of his own destiny, can properly 
gauge his capacity and so regulate his 
tasks as to bring into play ail the force, 
energy and enthusiasm that he possesses 
in working out that destiny, just that 
scon will the man be successful. Ob- 
versely, where a man is unable to meas- 
tre up to individual responsibilities; 
where he is unable to map out his own 
work and where he lacks the necessary 
will power, vigor and enthusiasm to 
p:operly apply his talents, he becomes a 
failure. I know of no other business 
which requires more self-bossing, more 
indomitable will on the part of the indi- 
vidual than the life insurance business. 

“A great trouble with many agents is 
that they work aimlessly; no goal, no 


of 








The Close of the Day’s Work 


WHEN you begin to figure up your earn- 

ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 
LOUISVILLE, KENTUCKY | 


This coupled with good 


and | 


who 








to finish their 
have more tim: 


There was 


hurrying 
they will 
the week. 


ambition—just 
debit, that 
t« loaf during 
article several months ago in the “Sat- 
| urday Evening Post” about a typewriter 
| ribbon salesman who was unable to make 
He had been working in an ‘I don't 
care manner.’ One day he sawa revolver 
in a pawnshop and he was obsessed 
with the idea of getting that revolver to 
cummit suicide. He had a purpose, 
he quickly earned the money and pur- 
chased the revolver Then he decided 
he would be well dressed when he killed 
himself. As the unwound itself 
the author brings the point that 
is a case of vs. I don't car 
sith purpose always winning And s 
I say to industrial men—work with a 
purpose. In other words, set a goal for 
| yourselves; have something to work for 
|—improvements for the house. a ma- 
chine to take the family out in on Sun- 
days, little luxuries for the wifs 
children—always something to 
for.” 


sO 


a sale. 


story 
out 
‘purpose 





and 
strive 


Carries American Message 


Mr. Maginnis is a firm believer in the 
industrial agent as a carrier of the mes- 
sage of Americanism—of the debit man 
preaching the doctrines of liberty and 
freedom vs. Bolshevism. “A majority of 
lives insured every year in this coun- 
try is on the industrial plan. The indus- 
trial man can, if he desires, make 
converts to Bolshevism; he can foster 
anarchism, but he doesn’t. He is out to- 
day preaching Americanism. He is out 
today rubbing shoulders hourly with the 
laborer and his family. There big 
burden on the shoulders of the ‘ten-cent- 
a-week’ agent, and today more than ever 
before it is necessary that in this branch 
of the life insurance business the agents 
should be the very best that can be got- 
ten. For, remember, the industrial man 
must fight Bolshevism today; he must 
preach the doctrines of American lib- 
erty and American freedom and Ameri- 
can thrift; he must do his share in put- 
ting the country back on a normal basis 
The industrial agent today can either 
make the laborer his life-time friend 
or enemy, and with the right men, the 
man who earns his bread and butter by 
honest toil is going to be our friend and 
the enemy of radicalism in any shape or 
form.” 


so 


is a 


Prudential News 


John F. Gerling, agent in the Madison, 
Wis., district of the Prudential, has been 
promoted to assistant superintendent at 
Beloit, in the same district. 

Agent Martin Hamelin has 
charge as assistant superintendent in the 
Winona, Minn., district, 

Assistant Verna E. Gilbert, who has 
been located in Ottumwa, Iowa, district 
since January, 1890, has been transferred 
in the same capacity to Burlington, Iowa 

Agency Organizer Henry J. Van Wolv- 
lear of Escanaba, Mich., was recently 
married. 

Agent A. L. Lickteig 
Minn., who has been on 
\" ently, returned to work. 


assumed 


of Mankato, 
disability re- 





In the New York 12 district Emmet R 
‘asey has been promoted from an 
agency to an assistant accountant. For 
the same week in the Yonkers office 
George W. Akerly, who operated a debit 
| the re, was advanced to the position of 
assistant superintendent. 
Assistant Daniel Hay 
ferred from the office of the 
trict to take charge of a staff in 
| Jersey City office under Superintendent 
| John H, Olmsted 
Superintendent DPD. H. : 
| cently transferred from the Philadelphia 
3 district to Sandusky, Ohio. Mr. Baker 
ginally hailed from the Buckeye state 
The Philadelphia 3 district is now ' 
‘charge of Superintendent A. M. Harmer, 
| who was transferred from Philade!phia ® 
| Bernard F. MceGettigan is given the title 
' of Superintendent and assumes chars® 
| of the Philadelphia 8 district. He besa? 
his Prudential career as an agent wo 
| April 26, 1906; became assistant super- 
|! intendent about two and one-half years 
| later and by meritorious work earned 
promotion to the responsible ition 
held. 


has been trans- 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 





Insurance in Force, $13,500,000 





H. H. STEELE, 
C.L. 
J. L. BELL, 


F.L. CONKLIN, 


Secretary 


H. B. BEACH, 


Ast. Sec. and Actuary 
W. H. BODENSTAB, 


Medical Director 

















| ACTUARIES 








a F. CAMPBELL 


CONSULTING 
CTUARY 


76 West Monroe Stree: 
Telephone Randolph 91* 


CHICAGO, ILL. 











ARCUS GUNN 


Coney Te 
UARY 


CHICAGO 


Telephone, Randolph 7484 











Hubbell Building, 


ar J. HAIGHT 
CONSUL TING 
ACTUA 
310-813 rol Bidg 


INDIANAPOLIS 
DES MOINES, [OWA 








‘JULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








Premiums, Ri 


7 J. McCOMB 
COUNSELOR AT 
CONSULTING ACTUARY 
eserves. Surrender Values, 
etc., Calculated. Valuations and Exam- 
Policies and all Life - 
a a The Law 











Teleph 


surance P. 
Insurance a Goes 
' Cob B in OKLAHOMA CITY 
A H. 
_ ACTUARY 


19S. LaSalle St. 
CHICAGO 











J. CHARLES SEITZ 


| 
} 
| 
| 


| 


CONSULTING ACTUARY 
Author of 
“System and Accounting” 


CHICAGO 











REDERIC S. WITHINGTON 
gene Tinc Actuary 

Kraft Building 

DES MOINES, IOWA 








600 Gates Buildine 


Actuaries & Examiners 
Kansas City, Mo. 
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| ! LIFE AGENCY CHANGES 

















A. Silvers 


| 


| 
| 
| 


Che Security Life of Chicago has ap- | 


pointed 
California headquarters at San 
| Francisco. He started 
Life of Louisville some 20 years ago, 
superintendent. He then 
went with the American National Life 
| of Galveston as_ superintendent of 
gents and later served as agency man- 
Texas Life of Waco. For 


with 


ager for the 


| the last seven years he has been agency 


| 
| superintendent for the 
| 


| matters are easing up materially. 





| $68,962,393 


Occidental Life 
making his headquar- 
Francisco. 


of Los Angeles, 
ters at San 


Vendeveer & Monroe 





P. D. Vendeveer and George E. Mon- 
roe of Peoria, Ill, have formed a part 


nership under the name of Vendeveer & | 


They have been appointed gen- 
Peoria for the 
covering ten counties, 


Monroe. 
eral agents in 
Life ot Chicago, 
y R. Jones 

assistant superintendent 
Elgin, Ill, 


avent for the 


T. R. Jones, 
of the Prudential at 
signed to become general 
Rockford Life at Elgin. 





Edward H. Hatch 


Hatch of Eveleth, Minn., 
who has represented the New York 
Life there for about seven years, has 
been appointed district manager for the 
company at Duluth. Mr. Hatch was for 
Eveleth. 


Edward H. 





two years mayor of 
C. R. Jolly 
C. R. Jolly, formerly assistant super 


intendent of agents for the Equitable 
Life of New York at Waterloo, la., has 
been appointed superintendent of agents 
for 70 counties in Illinois. He will have 
his headquarters at Decatur, III. 





Life Agency Notes 


Cc. N. Brown, manager in eastern Penn- 
sylvania for the Bankers Life, with head- 
quarters in Philadelphia, has 
and gone to San Francisco, Cal 

Darst & Morgan of Charleston, W. Va., 
State agents for the Shenandoah Life, 
have recently appointed J. A. Gorham as 
agency superintendent. He was for- 
merly agency manager of the company 
The head of the firm is John S. Darst, 
who was formerly West Virginia insur- 
ance commissioner. 


resigned 








NEWS OF COMPANIES 




















Farmers & Bankers Life, Wichita, Kan. 
—It reports that last month's new busi- 
ness exceeded that of July, 1920, by more 
than $6,000, which was not a great in- 
crease, but very satisfactory under pres- 
ent conditions. As a result of its con- 
tact and dealings with some 150 banks, 
scattered over its entire territory, the 
company expresses the belief that money 


good record was made 
last month by the Woodward, Okla., 
agency of the company, in charge of 
0. R. Parsons. July was his third month 
in general agency work, although he was 
the star producer of that agency before 
he assumed charge of it. His agency 
took second place in June and in July 
stepped into the lead with a production 
almost double that of its nearest com- 
petitor. Ralph Cooley, the individual 
leader for the month, belongs to the 
Woodward Agency 
* 1” < 

Bankers, lowa—Issued business for 
the first seven months shows a total of 
as compared with $59,926,545 
1920 


An especially 


for the corresponding period of 
The Cherry & Cherry agency of the 
Zankers Life at San Antonio, Texas, 
million of business in July in 
Ross Huston, medical direc- 
company. This was the sec- 


wrote a 
honor of Dr 
tor of the 


ond million-dollar month that this 
agency has registered this year 
* ~ * 
Lincoln National Life—Its July busi- | 


ness was 37 percent in excess of that for 
the corresponding month of 1920 Indi- 


eations are from the volume of business 


has re- 


Security | 








A. Silvers as state manager for | 


with the Sun | 








Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells eniy oonparticipcting insurance. It is bed rock life 
insurance with no frills or fancy adernments. It is the stuff 
that appeals to the people whe want every pessible dollar 
et Semeeten they can buy fer every della: depesited as 
premium 


Our 1920 program is a ponasensive one that centemplates 
s vigorers and systematic campaign fer business. 


We have the pelicies and the agency centractr. 
We have the heme effice equipment and territery. / 


We now need the men to carry the Indiana’ National ban- 
ner into new strenghelds backed selidly by the whele 
organization. 


Last year was a banner year in Ife imeurames § his vear 
will be a still better ene. 


Address C. D. RENICK, Presideat 


INDIANAPOLIS 








Open Territory for IWinois, Indiana and Michigan, with 





contracts thai will isteresi you 

















WANTED 
WE WANT A MANAGER 











in eve.:y important center »» Indiana where we 
are not represented.. Only men of ability and 
probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 
to the public. 
Correspondence confidential. 


The proposition we offer is un- 
usual. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 














‘THE FARSEEING AGENT KNOWS 









The demon- 
that his strated values 
abilities linked offered your 
° prospect 
up with the S=misdat > — WILL GAIN HIS 


INSURANCE COMPANY CONFIDENCE 
of BOSTON, MASS. 


MUST WIN ALL THE TIME 


cies of “ite 











THE NATIONAL 


UNDERWRITER 
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Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 








ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETX, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 











sneered 


The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with Agents 











Home Offices, Wichita, Kansas 





that is being received that the Lincoln 
National will have the same proportion 
of gain during the rest of the year. The 
Lincoln National has enjoyed a very low 
mortality ratio and this year the claims 


are considerably less in amount thap 
they were for the similar period of las; 
year, although there has been fully one. 
third more business in force. The rate 
of rejection still continues very low. 





———. 





_ NEWS ABOUT 


LIFE POLICIES — 





New Policies, Sunnie Rates, Dividends, Surrender Values and all sient in 
Supplementing the ‘Unique Manual-Digest”’ 


= T I 
| 








Policy Literature, Rate Books, etc. 
and “‘LittleGem,"’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 








HOME’S DISABILITY CLAUSE | 


Increases Benefits Under New Clause 
and Reduces Waiting Period to 
First of Succeeding Month 


The Home Life of New York issued a 
new disability clause August 1. It pro- | 
vides for waiver of premium and 
monthly income of one per cent of the | 
face amount of the policy during total 
and permanent disability. In case of 
disability, obviously permanent, the in- 
come shall begin on the first day of 
the month succeeding the filing of proof | 
of disability. For disability that is not | 


| 
| 
| 
| 
| 


} 
| 
} 
| 
| 
| 


| period, 


permanent, it will be pre. 
sumed to be permanent after the in. 
sured has been totally disabled for a 
period of ninety days and if the insured 
has filed proof of disability during this 
the company will begin paying 
a disability income on the first day oj 
the month after the expiration of the 
ninety day period. 

This disability clause replaces the old 
clause of the company which provided 
for the waiver of premium in case oj 
total and permanent disability and for 
the payment of an annuity of ten per 
cent of the face of the policy, the 
nuity beginning six months after the 
beginning of total disability. 


obviously 


an 











NEWS OF LOCAL ASSOCIATIONS 








HOW TO CREATE CONFIDENCE | 


Valuable Suggestions for Life Salesman 
in Address Before Hutchinson 
Association 


HUTCHINSON, KAN., Aug. 16.— 
Speaking before the Hutchinson Asso- 
ciation of Life Underwriters on “How 
to Create Confidence,” Thomas E. 
Gaines, generak agent of the Great 
American Life of this city, declared that 
the first essential was for the agent to 
create confidence in himself, through 
education and general information in 
regard to life insurance, the building of 
a strong and admirable character, the 
establishment of complete confidence in 
the institution of life insurance and in 





one’s own company. He asserted that 
such a preparation also helps to inspire 
confidence in the prospect. In regard 
to establishing and retaining the pros- 
pect’s confidence during the interview, | 
he said: 
Get Prospect’s Background 

Before launching his real argument 
the salesman should have in his mind 
a clear picture of the prospect’s back- | 
ground. Professor Lindley in his talks 
on “The Psychology of Salesmanship” 
dwells at length on this point. This in- 
volves a knowledge of the prospect’s 
situation, his probable points of view 
and his needs. With this knowledge, 
gained before the interview or during its 
preliminary stages, confidence may 


service rendered. 
In the interview great care should be 


| pect 


|} ment, 


be | 
more readily gained and more intelligent | 


used in the explanation of the contract. 
Technical expressions, if used, should be 
explained. The absolute truth should 
prevail at all times, and misunderstand- 
ing, if detected, should be removed even 
at the risk of failure to secure an appli- 
cation. 

In soliciting farmers especially the use 
of a helper of good standing and infiu- 
ence may be very valuable in creating 
immediate confidence and giving valu- 
able information concerning prospects, 
their circumstances and insurance needs 


Introductory Remarks Important 


With some knowledge of the affairs 
of the prospect, much cleverness may be 
used in the introductory remarks and 
the first impression thus created often 
means resulting confidence and a signed 
application. The conversation may be 
opened by discussing pleasant subjects 
along the line of his personal hobbies or 
his business, giving him an opportunity 
to become accustomed to your presence 
before you introduce the real subject 
This introductory conversation is not 
always necessary, but in proper cases 
may inspire confidence. 

The interview proceeds until the pros- 
has confidence and desire in his 
mind and clever is the salesman wh? 
can determine this psychological mo- 
Sometimes a pointed question 
such as “Well, Mr. Brown, do you think 
you would be making a mistake 2 
securing this protection for your fam- 
ily?” will reveal quickly the mental at- 
titude of the prospect. It is unfortunate 


| to talk over and beyond this important 
|} point, 


but I believe it is often done. 
Show Facts and Figures te Eye 


that 
certainly 


you can 


believer 
and 


more 


a firm 
confidence 


I am 
create 


| quickly through the eyes than through 


a 
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Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that wil] 
be met by every Fearless Agent who Grasps the Fact that 
(Nothing can Defeat Diligent and Honest Toil. 








1921 Will Reward Workers, but not Shirkers 
New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 


— 

















More Than 1’4 Million Polices Now in Fore 





Assets 
Policies in Force 
Insurance in Force 





Only four other life insurance companies in America have more 

policy contracts in force than this Company. A study of the 

following growth in ten years is invited: 

Jan. 1, 1911 

$ 5,614,764 $10,279,663 $22,885,957 
371,106 

49,245,028 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 
Organized February 23, 1888 


Jan. 1, 1916 Jan. 1, 1921 


613,615 1,277,277 
89,596,833 251,594,364 


CINCINNATI, OHIO 
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the ears. We are told that the ears for- 
get 91 percent of what they hear and 
the eyes remember 85 percent of what 
they see. Consequently I always use a 
pad of paper and show figures and facts 
to the eye. With the ears remembering 
only 9 percent and the eyes remembering 
g5 percent, you have placed safely in 
mind 94 percent of your argument and 
only 6 percent has been lost. The odds 
are in your favor. 

After an application is received, the 
salesman should be certain that it is 
complete and accurate. An error in age 
or premium is inexcusable, and it does 
not inspire confidence to have to return 
to the applicant for information. Every 
effort should be exerted to secure an 
early examination. If some promise is 
made in connection with a note settle- 
ment, that promise should be religiously 
kept. Work on a case should never end 
until a policy has been delivered to a 
satisfied and confident insured. 


Deliver Policy Personally 


A personal delivery of a policy to the 
insured, in the presence of the bene- 
ficiary, with an explanation of the actual 
policy to convince them that they are 
receiving what they purchased is an ex- 
cellent way to make temporary confi- 
dence permanent, 

The good salesman will prescribe for 
a prospect like a specialist, never sell- 
ing too small or too large a policy if it 
can be intelligently and honestly avoided. 
Confidence thus created is cumulative 
and permanent. 

* * * 


San Francisco, Cal.—The Northern Cal- 
ifornia Association, at its banquet Tues- 
day night, had as the principal speakers 
Grifin M. Lovelace, director of the Car- 
negie School of Life Insurance Salesman- 
ship; Dr. Edward K, Strong, Jr., profes- 
sor of vocational education, and Charles 
J. Rockwell, professor of life insurance 
salesmanship in the same institution, 
who gave a “cross-section” of the Car- 
negie course they are now conducting 
in San Francisco. John H. Russell of 
Los Angeles, assistant to President Or- 
ville Thorp of the National Association, 
acted as chairman of the evening. 


A life insurance policy for $1,000 is 
one of the 50 prizes offered in connection 
with contests at the annual outing of 











the Cleveland Advertising Club Aug. 23. 


000 on the building, making a total of 
$3,100,000. 


erected at a cost of $662,080 and stands 
on land purchased for $90,000. 


bined now stands at $650,000, but it is 
asserted 
would realize not over $500,000. 


Wyoming announces the revocation of 
the certificate of authority of the Na- 
tional Life of Vermont to do business 
in Wyoming, for the reason that it has 
refused to pay the state tax for divi- 
dends paid to policyholders on reduc- 
tion of premiums. 
been operating in Wyoming since 1896. 
Its officers indicated that they would 
carry the matter into the courts. 


PROTESTS TAX ASSESSMENT 





Northwestern Mutual Thinks Figure 
Placed on Home Office Build- 
ing Is Too High 





The Northwestern Mutual Life has 
filed a protest with City Tax Commis- 
sioner Bodden of Milwaukee, asking for 
a reduction of the assessment of $1,- 
100,000 on its home office building. 
The company also seeks a reduction in 
the assessment on the former home 
office building, at Broadway and Michi- 
gan streets in this city. The company 
states that the new building cost $3,- 
156,228, but this cost included extra- 
ordinary prices charged owing to trou- 
ble in placing a foundation and the 
labor situation at the time of building. 
It is averred that the building, in any 
event, could not be sold for more than 
$2,000,000, and is entirely unsuited for 
any other purpose than the home office 
of a large life insurance company. The 
present assessment on the building is 
$350,000 for the real estate and $2,750,- 


The former home office building was 


The as- 


sessment on land and building com- 


that sale of the property 


Wyoming License Revoked 


Commissioner D. M. Forsyth of 


The National has 
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We Want 


ence confidential. 


drive. 


Home Office : 


for the States of 


Indiana—Kentucky 


Men of experience and ability will find it 
to their advantage to contract with us. 
We offer most inviting terms to both 
managers and field agents. 


Let Us Hear from You at Once 


We are making an important expansion 
Write or wire 


The Bankers Reserve Life Company 


R. L. Robison, President 
: Omaha, Nebraska | 


Managers 


Correspond- 














The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 


INS. CO. 


Farmers National Life Building 
3401 Michigan Ave. 


CHICAGO, ILL. 














Indianapolis Life Insurance Company 


Managerships open in 


SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 


Write to 


Home Office, Indianapolis, Ind. 


Operates in Indiana, Illinois, Michigan and Texas 





“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


cjaaeeam LATEST POLICIES AND AGENCY CONTRACT 
Be Openings OHIO, IND. KY. MICH. sod W.VA. Write Colambas 





FOR FACTS 























Business in Force, $80,000,000.00 
Assets, $1 1,000,000.00 

















1867 


THE 


1921 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: 


Home Office, Des Moines 











tas Guscess 5 OUR We have a contract for you under which your 
income will be limited only by your activities 


ERVICE 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPA 


Cash Capital, $200,000.00 





V. D. CLIFF, President 


DETROIT 
» MICHIGAN 
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CAPITAL, $200,000.00 


STEPHEN M. BABBIT, Pree. 








The Guardian Life Insurance Company 
of America 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest year in the Company’s history. 


New Insurance paid for . 
Insurance in Force .... 
Increase in Insurance in Force 
Assets 
Liabilities appeote 55,695,923 
Surplus and Dividend Fund 5,024,228 
The past year was notable for further development of the Guardian’s compre- 
hensive plan of agency co-operation. 


For information regarding the opportunities available in the agency organization 
of this Company to men who can measure up to them, address 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 











Central States 
Life Insurance Company 


St. Louis, Mo. 


Insurance in force 


JAMES A. McVOY 


Vice-President and General Manager 











|LIFE MEN AID FEDERATION 


Take Active Part in Launching of 
County Organization Formed Re- 
cently at Oshkosh, Wis. 


The Winnebago County, Wis., or- 
ganization of the Wisconsin Federauon 
of Insurance was perfected after meet- 
ings continuing over two days, at Osh- 
kosh, Wis., last week. Fred C. Clinton, 
field secretary of the federation, and 
Executive Secretary M. L. Fletcher ad- 
dressed the meetings, outlining the 
scope and purposes of the organization. 
Following other preliminary work, 
Clarence Robinson of the Fraternal 
Reserve Association, was elected county 
chairman. Mrs. Myrtle West, well- 
known member of the West, Nevitt & 
Co. agency at Oshkosh, was elected as 
secretary. The executive committee 
named was as follows: D. M. Cameron, 
general agent, Northwestern Mutual 
Life, Oshkosh; John C. Harmon, Har- 
mon Agency; Dr. O. W. Thompson, 
Equitable Fraternal Union; E. W. 
Anderson, secretary of the National 
Jewelers’ Mutual Fire, and L. James, 
manager of the health and accident de- 
partment of the Wisconsin National 

ife. 


Plico Club Summer Outing 


The summer outing of the home 
office Plico Club of the Philadelphia 
Life took place Aug. 15. The members 
accompanied by wives, daughters and 
lady friends devoted the day to all sorts 
of outdoor sports, and were the guests 
of the company at an_ elaborate 
luncheon. 

Optimistic addresses were made by 
the officers of the company and by the 
Plico members. The Plico members 
unanimously decided to honor Vice- 
President Clifton Maloney by writing 
and paying for at least $1,000,000 of 
new business in the Philadelphia. terri- 
tory in September. 


Western States’ Sales Course 


The Western States Life is announc- 
ing a course in life insurance salesman- 
ship which will be held at the company’s 
home office in San Francisco beginning 
in September. The course will last 60 
days and only 50 students will be ad- 
mitted to the first class. While West- 
ern States Life agents will be given first 
choice, outside agents may take advan- 
tage of the opportunity if they desire as 
well as men contemplating taking up the 
business of life insurance later. The 
course will be the Forbes Lindsay sys- 
tem. 


Newer Men Are Going Strong 


G. F. Claypool, vice-president of the 
Continental Assurance of Chicago, 
states that his company finds that the 
newer men are keeping up their records 
in splendid shape. He attributes this to 
their hard work. They are at it all the 
time. They have not learned the tricks 
of the trade. They feel that it is as 
necessary to work in life insurance as 
in any other vocation. They are not in- 
fluenced by what they see and hear as 
are some of the older men. They feel 
that it is necessary to do a certain 
amount of work and produce a certain 
volume of business. 


Wisconsin Agent Killed 


Clarence A. Butterfield, agent of the 
Prudential at Fond du Lac, Wis., is 
dead as a result of being struck by an 
automobile near Oshkosh. Mr. Butter- 
field was active in Fox River Valley 
Life Association work. 


John W. Hogan, agency manager at La 
Crosse, Wis.. for the Bankers Life of 
Des Moines, has entered the outdoor ad- 
vertising field and uses one of the larg- 
est bill boards on one of the main roads 
leading into La Crosse. Mr. Hogan ad- 
vertises himself as “The Insurance Man” 
and his picture appears in a circle above 
the main part of the advertisement. 
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“All that its 
name implies” 


The 


Agency Contract 


Write for particulars. 


Nat hwenaly* 
neurance 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
bolders during the year was over $4,388,000. 

——___—_——- + 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 











FEDERAL UNION LIFE 
insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illimois and Kentucky 








Rates Reduced 





Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 






































LIFE 





INSURANCE EDITION 


15 





MODERN BUSINESS GETTING METHODS 








At Least One Policy a Week for Five 
Years Is the Record for Production 
Made by Harry Kirk of Kansas City, Mo. 


ARRY KIRK of Kansas City, 
H Mo., has the very unusual record 

of having written at least one ap- 
plication for life insurance each week 
for 260 consecutive weeks—five full 
years. He has, in addition, renewed 90 
percent of his business. 

This achievement may be the better 
appreciated when it is taken in connec- 
tion with the statement of one of the 
general agents of a large eastern com- 
pany, who said that there was not a 
man in his whole force that had made 
as good a record. Of course, Mr. Kirk 
has written more than one application 
in many weeks—he wrote almost an 
average of three in the fifth year—but 
there has not been one week during the 
five years ending July 31, 1921, when 
he did not get some person’s name on 
the dotted line. 

During the two years previous to this 
five-year period he had a pretty good 
record for steady production; the first 
year he wrote business in 47 different 
weeks, and in the second year he wrote 
business in 48 different weeks. These 
seven years cover his insurance experi- 
ence; in them he has missed only nine 
weeks in which he failed to write busi- 
ness. 


Started Out As 

Office Manager 

Seven years ago Mr. Kirk became 
associated with John P. Stake, agency 
supervisor of the Central Life of Des 
Moines, whose office was in the Gloyd 
building, Kansas City, Mo. According 
to the arrangement, Mr. Kirk was to 
take care of the Kansas City office and 


to write insurance as opportunity 
offered. This arrangement has been 
continued with slight modification 


through the seven years. 

As the second year of his service was 
drawing to its close, Mr. Kirk, in check- 
ing up, discovered that he had written 
an application each week in the year 
with the exception of four weeks. He 
told himself that if he could do that well 
with no special effort to write every 
week, he was sure that with a definite 
effort toward making it unanimous, he 
was sure he could. From this decision 
came the systematic and persistent work 
that has resulted in this remarkable 
achievement. 


Renewals Were 90 
Percent of Writings 


During the first of the five years 
he went into the $100,000 class; and in 
the last he reached $300,000. This 
amount is not remarkable, unless taken 
in connection with the fact that his 
policies for the year averaged only 
$2,000 and that he wrote 150 applica- 
tions during the year. An additional 
tact of much interest is that the busi- 
ness was so well written that the re- 
newals amounted to 90 percent of the 
writings. When asked how he did it, 
he says he does not know—that he has 
no special way to sell insurance—that, 
in tact, he does not solicit insurance at 
all. But his supervisor, Mr. Stake, and 


those who know him and the insur- 
ance game, are quite convinced to the 
contrary. The story, as gained from 
several reliable sources, is this: For a 


number of years prior to the arrange- 
ment with Mr. Stake, Harry Kirk had 
been in public service. He had been 
connected with the federal court and the 
county court, and had been the secre- 
tary of Mayor Brown of Kansas City. 
His very extended acquaintance was, of 
coures, a great help to him, and yet he 
did not capitalize on it to a very great 
extent. In no case did he presume on it. 


| But the large acquaintance was used in 
another and very effective manner. 


Considered It His 
Business to Help People 


During the years of Mr. Kirk’s serv- 
ice, he had held a theory that it was 
his business to help people in the affairs 
in which he was employed. He there- 
fore laid himself out to see how useful 
he could be, and he made a very en- 
viable record. When he became the 
clerk of an insurance man, he carried 
that same idea with him. His many ac- 
quaintances, when he met them, were 
invited to come up to the office, and 
they often brought to him their prob- 
lems—problems which he had helped 
them to solve in the old court days. Out 
of his wide experience he advised them. 
There was no charge for the help—he 
was not a lawyer, only a friend. 
the friend who had been helped felt 
himself under obligation to Harry Kirk, 
and if he was thinking even in a remote 
way of having his life insured, Harry 
Kirk got the business. Of still greater 
value, measured in terms of applications 
written, was the return service given 





But | 


was opened. The next day his check 
was cashed. And the man gave a check 
on the bank for his next premium. 


Filled Out Questionnaires 
During Draft Period 


When the war came on there were 
hundreds of men who were confused 
about their questionnaires. Harry Kirk 
studied up on the subject, and notified 
all policyholders of the company that he 
would be glad to fill out their papers, 
free, if they would bring them in. Those 
were busy days that followed, but Harry 
Kirk was doing a lot more than filling 
up blanks for Uncle Sam. In every 
case he found out the family history 
and stored away in his memory or on 
cards the vital facts, which after the 
war, or after the exemption, laid the 
basis for an effective plea for the man 
to make adequate provision for the pro- 
tection of his family. Many of them 
added to their insurance holdings; and 
Harry Kirk received his commissicns 
and the grateful friendship of the family 
he served. This was made to serve him 
further, and to help other drafted men 


by the reports spread abroad by the 
men who had had their papers filled 
out. This brought another group of 


men, who in turn had their papers filled 


out, and told of their family affairs. The 
result of this was that for every two 
men who were not policyholders who 
came to have their papers filled out, 





dence for many years to come. 





There has been considerable discussion recently in regard to who holds 
the record for continuous production. 
has written at least one policy a week for the past five years, and is well 
worth reading, because he was not merely trying for a record, but was 
using persistent plugging as the basis for building business on a permanent 
foundation, with such success that the fruits of his efforts will be in evi- 


This is the story of an agent who 








him and his policies to their friends, 
who afterwards bought from Mr. Kirk. 


Service Nullified If 
Policy Not Kept in Force 


The helpfulness of Mr. Kirk has taken 
many forms. He is thoroughly con- 
vinced that one of the greatest services 
he can render the average man and his 
family is to see that he is provided with 
adequate insurance, written in a form 
and for an amount suited to his means 
and condition. If he was not so con- 
vinced he could not sell it. He 
equally convinced that the service ren- 
dered in selling the policy will be nulli- 
fied if the policy is not kept in force. 
This accounts for the f that he 


1s 


1s 


tact 
spends a great deal of his time in see- 
ing to it that the renewals are kept up. 
He goes so far as to argue that anything 
that will help the man to get the money 
to buy and to keep up the policy is his 
affair, and that it is good business, as 
well as an act of kindness, for him to 
help the man get the money. That 
accounts in part for the fact that Harry 
Kirk is looking around to find jobs for 
men out of work, and that he would 
walk half way across town to tell one 
of his policyholders about some piece of 
work that might be secured if 
policyholder will get busy at once. 


pay a premium, Harry Kirk 
triendly chat with him as to saving, and 
the value of a bank account, both 
accounting for the money spent, and in 
helping to save. To it all the man 
agreed, but stated that he was unable to 
start one, because the bank required 
$100 as a first deposit before it would 
accept an account. He had only $25. 


But Harry took his check for $75, gave 





and the account 


it, 


him the cash for 


in | 


him by these friends, recommending | 





the | 


Then he is interested in the thrift of | 
his big family—for in some such light | 
does he regard his policyholders. When | 
one of them did not have the money to 
had a 








Harry Kirk 


one of them. 


wrote an application for 
It took him half an hour 
to fill an application. For each hour he 
spent in the service he was rewarded 
by an application for a policy. 


Goes Full Length to 
Help Man Help Himself 


Harry loans money to these friends 
sometimes. But it is not often. He 
does not cash checks for folks he does 
not know, nor go security. But he will 
go the full length to help a man help 
himself. And he has never lost a dollar 
in doing so. He has paid the premium 
for men at times, when they were out of 
work. But he would not stop there—he 
would to it that the man got a job 
and paid him back. He has gone into 
a home when the man was sick unto 
death and bought food and fuel, and 
then gone back to the office and sent in 
the money out of his own pocket to pay 
the premium on the policy. He col- 
lected it all back when the funeral was 
over and he brought the insurance 
check to pay the death claim. 

John Stake says that there is not a 
welfare worker in Kansas City who has 
done as much to help people as Harry 
Kirk And Harry Kirk, proud of it, and 
half ashamed, because people have 
called him a fool for doing it, responds, 
“Well, I have not lost any money by it, 
have I?” 


sec 


Policyholder Helps 
Get Policy From “Boss” 


Most of the 500 policyholders of the 
company in Kansas City are personal 
friends of and boosters for Harry Kirk. 
During the last week of the five years 
Kirk was going up the street on busi- 
ness and crossed over to a policyholder 
He said “Hello,” asked about the family 


and the job (which he had secure. for 
the man) and was about to pass on 
when he was stopped. The man told 


him that he had been talking to his 








boss and had told of his policy, and 
that he ought to have one of the same 
kind. The boss had replied that he 
knew it and that he would buy one when 
he found an agent he could trust. The 
policyholder assured him that he could 
trust his agent and promised to send 
him around. Within five minutes an ap- 
pointment had been made with the boss 
and that afternoon Harry Kirk filled out 
the application for the policy that his 
policyholder had sold for him. On his 
way to the house he met an iceman as 
he was on his rounds He jollied a 
while and was introduced to the. ice- 
man’s partner. Before supper he filled 
out the application for the iceman’s part- 
ner for a policy which the iceman had 
sold for him. 


He Helps Them 
and They Help Him 


Harry says that is about all there is 
to it: He helps them and they help 
him. It is all in fullest confidence. He 


never takes a note for a policy, and he 
never fails to deliver Chey buy 
because they need the protection and he 
helps them to get the protection they 
need. They are grateful to him for fur- 
nishing it to them, and because they 
appreciate their policies they are 
anxious that their friends shall have one 
of the same kind. So they tell Harry 
and he goes and writes the friends also. 

Nothing that said here to 
taken as implying that Harry Kirk 
not a first-class insurance man, from 
the standpoint of knowing policies and 
the arguments that win. Or that he 
does not follow the regular lines when 
it comes to following up leads and find- 


one 


is is be 


1s 


ing prospects. He does all that and 
more. Above all, he is a worker and a 
student. He studies his business and 


his prospects and spends a great deal 
of time on his records. 


Expects Bigger Returns 
From Next Five Years 


Looking forward to the coming five 
years he confident that the policies 
of the past five will win out, they 
have done theretofore. He expects to 
make a similar record so far as once a 
week production concerned, but he 
expects the returns to be larger. Many 
of the voung fellows who bought their 
first thousand when they were clerks 
are managers and heads of departments 
and owners now, and the policies they 
will buy in the next five years will be 
bigger than that first one. Some of the 
mer who could buy a policy only on 
the quarterly installment plan are now 
able to buy largely. Harry's activities 
in helpfulness have taken a wider scope, 
and a whole ward now indebted to 
him where before it was only a family. 
And he himself, growing with his op- 
portunities and activities, is a bigger 
man, moving among bigger men than 
he did five years ago And they will 
buy bigger policies. 

And his supervisor is only one in in- 


1s 


as 


1s 


1s 


sisting that his growth in power and 
achievement grew out of that per- 
sistent, dogged, never-give-up policy 


of producing every week in the year. 


Peoples Life Convention 


The annual agency convention of the 
Peoples Life of Frankfort, Ind., is be- 
ing held at the home office this week. 
Considerable time will be given to a 
discussion of new policies, new appli- 
cation and medical examination blanks 
and revision of rules 


The RR, H. Pentsz agency for the Bank- 


ers Life of Des Moines, at Fort Worth, 
Tex., closed the first six months of its 
history July 31, with a total production 
of $1,200,000 for that period The num- 
ber of salesmen at the start was two 
and in six months the total number of 
regular full time agents has been in- 


creased to sixteen. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer 'o the needs 
of the insuring public. 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 














$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 


terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 














Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 
Ordinary Life Endowment Age 50 
20 Payment Life Endowment Age 55 
20 Year Endowment Endowment Age 60 
Coupon Bond Endowment Age 65 
Endowment Age 85 Endowment Age 70 
District Manager wanted for Cincinnati and surrounding territory. 


THE GEM CITY LIFE INS. CO., Dayton, Ohio 








WHY FARM MORTGAGES 
ARE STILL DEPENDABLE 


(CONTINUED FROM PAGE 5) 


1.4 percent. In contrast, the increase 
from 1900 to 1910 was 10.9 percent. 
With only 1.4 percent increase in the 
number of farms during the last ten 
years, there is little if any danger of any 


unusual depreciation in farm values to | 


affect farm loans adversely. 


T is likely that a part of the increase 

in value will not be maintained dur- 
ing the next few years, but there can be 
no doubt that before the next census is 
taken that lands will have a stable value 
again, and likely be as high in price as 
they were Jan. 1, 1920, with every possi- 
bility of going higher. 


The total acreage of tillable land is | 


limited. As normal times prevail again, 
accompanied by heavy i i i 
from the war-stricken countries, the de- 
mand for good farm land will be accel- 
erated and steady enhancement of 
present values in lieu of depreciation 
will then be the rule. In the meantime, 
the holders of farm mortgages con- 
servatively placed will not lose any 
sleep for fear of depreciation. 

With beautiful crops on all sides cul- 
tivated by experienced and thrifty farm- 
ers the superior merits of a farm mort- 
gage will make for a rapidly increasing 
demand for these securities which res: 
upon the most permanent of all founda- 
tions—Mother Earth. 


Illinois Life Conservation Prizes 


The Illinois Life has announced five 
winners for the best record in con- 
servation of business. The first con- 
servation prize goes to Manager John 
M. Kelly of the company’s Chicago 
south side agency, whose renewal per- 
centage was 97 percent. This is the 
second time Mr. Kelly has won the 
first conservation prize. In 1918 he won 
it with a renewal percentage of 97.73. 
The second prize goes to General Agent 
Julius Abrahamson of the home office 
agency in Chicago with a renewal per- 
centage of 95. Mr. Abrahamson took 
third prize in 1918 with percentage of 
92.98 and fifth prize in 1919 with per- 
centage of 93.06. The third prize is 





immigration | 





taken by Arthur E. Hicks of the Corn 
belt agency in Illinois with renewal per- 
centage of 94. Harry A. Fletcher of 
Oklahoma gets the fourth prize with 
percentage of 94. The fifth prize goes 
to Manager Edward J. Hutchinson of 
Champaign, IIl., with a percentage of 
93. Mr. Hutchinson won the fourth 
prize in 1912, 1915 and 1917. 


New Chicago Company Starts 


The Liberty Life of Chicago, a new 
stock company, is now writing business, 
having begun issuing policies last week. 
The company has been licensed in 
Illinois and expects to extend its opera- 
tions into Indiana and Michigan later. 
The capital stock is $100,000, divided 
into 10,000 shares, which sold at $30 per 
share, par value $10. 

Life only will be written, on the usual 
basis, with policies from $500 to $10,000 
and age limits from 15 to 60 years. 
Frank L. Gillespie, one of the organizers 
of the Public Life and for two years 
one of its directors, is president and 
Marcus Gunn is actuary. The company 
will write all classes, but expects to 
write the bulk of it among the negroes 
in Chicago. 


Prize Essay Subject 


The subject “Optimism of Life In- 
surance” has been selected by the 
National Association of Life Under- 
writers as the prize essay topic for the 
Calef cup and Williams vase. The .com- 
mittee of award is George Hoffman of 
Chicago, Mrs. Grace Lathrop of Bos- 
ton and Miss Mathilde A. Kahn of 
Salt Lake City. 


Gary National Convention 


The Gary National Life’of Gary, Ind, 
will hold its annual agency convention, 
Sept. 2-3. On the last day agents will 
be taken to Chicago and a luncheon 
will be given. The company has gained 
more than $500,000 of business so far 
this year. 


The Security Life of Chicago will hold 
the annual meeting of its $100,000 Club 
at Cleveland, Sept. 5-7. 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regulariy—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Addresse Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. | 














men and 
Busi tart End t 





nity provisions covering | 
visions covering fatal trave 


A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to youn 
oung women as young as age 2—protective insurance and Educational an 
I Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We issue Participating and 
Non-Participating Policies. As regards adults, we write contracts with Double Indem- 
kind of fatal accident, or with Double Indemnity pro- 
accident only, as ma 
waiver of Premium and Disability Annuity or 
insure males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 


be desired. We issue policies with 
nstallment Payment features. We 
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‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory, 
Please address the company for further information. 


The Capitol Life Insurance Co. of Cohvrado 
Thomas F. Daly, President 


Denver, Colorado 











